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HE familiar jingling bells, the friendly, 
happy, bustling crowds, thronging 
stores and shops, seeking gifts for 
their loved ones, all remind us of 

the holiday just ahead. At this time of the 
year a charge account becomes especially 
helpful. Avail yourself of this convenience 
by paying your charge accounts promptly 
on or before the tenth of the month and 
installment accounts on the due dates. 











A MERRY CHRISTMAS TO ALL .... 


ree PUBLISHER NOTE CAREFULLY: This 
ys space is for Local Association signature to 
be set by you. 














| SING ADVERTISING to educate the public into a proper reali- 

zation of the necessity of paying bills promptly is not a new idea. 
Retailers have been quick to realize that the power of newspaper ad- 
vertising can be applied just as successfully in getting people to pay 
for their merchandise as it has been to get them into the store to buy 
that merchandise. 


For this purpose, the National Office has prepared a streamlined series 
of mats which include 14 Pay Promptly and 3 Returned Goods ads. 
These mats, ready to hand to your newspaper, come in two popular 
sizes: 6 x 9 inches, $1.50 each, and 4 x 6 inches, $1.25 each. Ad No. 
12 (in 4” x 6” size) is shown above—actual size. Get one today for 
your Christmas business. 


Write the National Office for a free portfolio illustrating all mats. 
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*tTis the times have changed 
—not the spirit?’ 


i” are" 


There always will be a Christmas. What man can believe 
in is exemplified by the spirit that prevails during the 
Christmas Season, for it is Christmas that gave to us a phi- 
losophy for life which transcends all others. Like a clarion 
call, it rings out now — do unto others as you would have 
others do unto you...and rekindles the hope that. once 
again will there be peace on earth to all men of good will. 


May the flickering candlelight of this Christmas bring 
unto our hearts the true feelings that we live only for 
the good we can do for others. 


i ee 


DESPITE A WORLD OF UNCERTAINTY, TURMOIL AND SORROW 


We extend to all our members and friends 
cordial Christmas greetings and a sincere wish 

that the New Year will bring us VICTORY 
and with it peace and happiness forever. 
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“Every dime and dollar not 
vitally needed for absolute 
necessities should go into 
WAR BONDS andSTAMPS 
to add to the striking power 
of our armed forces.” 
—President Roosevelt 











IN WAR 
BONDS 
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New Goal for 
Payroll Savings Plan! 


Along with increased war produc- 
tion goals go increased costs « é < 
extra billions which must be raised, 
and raised fast, to win this war. 


That means we must raise our sights 
all along the line, with every firm 
offering every American with a 
regular income the chance to buy 
more War Bonds. YOUR help is 
asked in encouraging employees 
to put atleast 10 percent of their pay 
into War Bonds every payday, 
through the Payroll Savings Plan. 
For details of the Plan, approved 
by organized labor, write, wire, 
or phone Treasury Department, 
Section T, 709 12th St. N. W., 
Washington, D. C. 





U.S. WAR SAVINGS BONDS 
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Equality of Benefits implies 





Equality of Kesponsihilities 
James D. Hays 


President, Associated Credit Bureaus of America 
St. Louis, Missouri 


Manager, Harrisburg Credit Exchange, Harrisburg, Pennsylvania 


In 1922, a battle-scarred veteran of World 
War I was speaking about “The American 
Ideal.” What he said then seems most 
timely and worthy of being repeated now: 

America has always had its ideal, and that ideal has grown, 
as ideals will, kept pace with the national growth: First, free- 
dom; then a strong, united nation; and now a strong nation 
bearing the responsibility of strength. Strength we admire, al- 
most worship, here in America, and strong men we must and 
will ever develop for the heavier burdens—the greater service. 

But a strong man, living, striving, toiling for himself alone, 
ig a miserable spectacle, a danger. And a strong nation, living 
by itself, for itself, is a tragedy, the most miserable spectacle 
life affords. That is no part of the “American Ideal.” Amer- 
ica in the hearts of most Americans is no walled-in empire, 
shut off from the world by unscalable walls, but a member of 
the world community, suffering as the world suffers, growing 
as the world gains, and bearing its share of world burdens, 
even at the cost of local sacrifice. 


In these two paragraphs are found the underlying, 
fundamental rudiments of a business ideal, which pro- 
prietors of business, credit managers and credit bureau 
managers have been striving to capture as an enviable 
objective; a better, more realistic way of conducting a 
safe, sensible and modern credit granting procedure 
through which all consumers of good record could enjoy 
the retail values of America’s productive skills. They 
sought improvements so that credit granting practices 
would be looked upon favorably as a business contribu- 
tion in lifting the standards of living of our people. These 
efforts were not chained to selfish motives, but rather 
evidenced a broad vision beyond local horizons, and from 
these joint efforts has come a steady, expanding improve- 
ment in consumer relations, and in general credit grant- 
ing practices. They too were striving for an ideal, a 
business ideal. 


These proprietors of business, credit managers and 
credit bureau managers did not develop and nurture 
better credit granting methods through ulterior motives, 
which might prove harmful to others; they combined 
their efforts so that the very strength of those efforts 
might elevate practices, and prove beneficial to all lines 
of trade operating nationally, or within confined areas. 
So we find strong, intelligent, unselfish credit thinkers 
battling for certain convictions, but ever working coop- 
tratively for a common business ideal. They shared 
anticipated benefits as they shared associated responsibili- 


— 


ties. Together they established a newer and better sys- 
tem as they realized the need for a recognized chain of 
efficient credit bureaus, housing vast stores of vital in- 
formation to meet the requirements of conducting a new 
type of expanded consumer credit business, with an un- 
usual safeguard against excessive credit losses. They 
carefully fashioned the fabric of those Bureaus, knowing 
that the benefits to be gained would add a continuing 
degree of responsibility for their careful advancement, 
proper guidance, and adequate maintenance and enlarge- 
ment. They rightfully tied that cooperative effort to 
their central credit clearing bureau, so that adequate pro- 
tective methods grew and developed, until today this 
chain of protective and informative stations cover every 
hamlet, village, town and city of our great land. 

This affiliated chain of credit bureaus afforded retail 
business the needed information to spread its values far 


* beyond the confines of their immediate communities. In 


each community, business benefits accumulated as credit 
men assumed the responsibility of adequate usage of that 
service, and gave to it their active support. They realized 
that an equal sharing of these new benefits implied an 
equal sharing of new responsibilities, and of necessity it 
had to apply equally to the credit bureau manager as well 
as to the credit manager. Each recognized the responsi- 
bilities of the other. As a result they have individually 
marched along together toward great improvements in 
credit handling. They have seen to it that their own 
two National Associations, the National Retail Credit 
Association and the Associated Credit Bureaus of Amer- 
ica, have adopted that same essential idea of cooperative 
helpfulness. 

In normal years, our commercial conception has been 
that business thrives only as its customers thrive. And 
it follows that credit bureaus thrive only as their gen- 
eral membership thrives and properly makes use of the 
bureau’s protective and informative services. That was 
formerly a rather accurate yardstick, but today we 
encounter different conditions created by a new type of 
all out war. 

Our government has deemed it necessary to curtail, 
control and regulate consumer credit buying. It has also 
seen fit to restrict many lines of consumer goods to fore- 
stall inflation. These combined actions are intended to 
create eventual national benefits. These intended future 





— 





Your credit bureau has been affected by conditions of war, and should, therefore, 
have your cooperation and support in working out better methods of operation. 
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benefits are now revealing, not only current difficulties, 
but added regulatory responsibilities for both the credit 
manager and the credit bureau manager. In turn, we 
are today more fully realizing, in a much larger sense 
than ever before, that citizenship benefits also imply some 
heavy citizenship responsibilities. 

This condition is strikingly illustrated in the business 
of credit reporting, as well as associated trade lines han- 
dling restricted merchandise. Commercial headaches are 
in evidence. Cures must be sought in order to avoid a 
progressive undermining of these commercial institutions. 
Your credit bureau has been affected in some degree, and 
should have your interested cooperation and support in 
working out better methods, more efficient operation, with 
adequate financing sanely applied. 


Decrease in Volume of Report Requests 

Except for certain cities, where a large amount of 
war industry and other types of diversified reporting has 
been secured through the alert and energetic actions of 
the credit bureau manager, there is a decided decrease in 
bureau volume of report requests. This is natural as 
cash buying increases, coupled with credit regulations, 
merchandise restriction orders, and as rationing and trans- 
portation edicts become effective. 

In smaller centers of population, credit bureaus have 
less service diversification possibilities than will be found 
in larger centers. The larger bureaus have greater op- 
portunities to add new types of reporting denied to those 
in smaller centers. It is, therefore, more important that 
members of credit bureaus in the smaller cities think well 
before acting too hastily in cancelling a membership. This 
means a decreasing support for the credit bureaus that 
are expected to carry on if their accumulated information 
is to be of value during these uncertain times, as well as 
being adequately prepared for the days of greater need 
that lie ahead. 

I would warn merchants against adopting a short- 
sighted policy in dealing with their credit bureaus—that 
other department of their own business. You don’t can- 
cel all your insurance policies because you are having less 
customers per day—do you? No, you possibly realize 
that lack of customers makes your policies more valuable 
to you than ever, for lack of customer volume can have 
an adverse effect on the firm’s profit figures. So it is in 
credit granting, your bureau service is a protecting serv- 
ice, and today you can well afford to choose your credit 
risks with greater care, after a review of the facts. These 
are days when shelves are difficult to replenish. You 
want to know that your credit customer has the ability 
and willingness to pay. To afford you this type of serv- 
ice your credit bureaus will need your continuing support 
tq carry on the good work they are doing. They do not 
accumulate trade records, clippings, court records, police 
records, and a multitude of other information for them- 
selves. They accumulate it that it might be available to 
those subscribers who have need for it at some future date. 

Let us briefly analyze some of your current needs of 
this service. . Most likely, you are today employing help 
without your former careful check-up. You are now 
forced, in many instances, to engage a type of employee 
that you may not have employed in previous years. These 
are conditions created by war and we cannot change them, 
but your credit bureau can assist you toward a better 
control. 
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Do you realize that there is a steady movement of the 
criminal element of our population, male and female, and 
criminals of both minor and major types, into cities and 
towns where they are not known? Do you know that 
these folks are steering away from every plant or indus- 
try where fingerprints are required? What can that 
mean to you as a proprietor of a business establishment? 
—hiring strangers, when fingerprints are not generally re- 
quired nor checked. It can mean that you may very 
easily become a fleecing victim. ‘That is why you should 
always use your credit bureau by asking for a complete 
employee-personnel report on every prospective employee. 

You probably can’t wait that long to employ an ap- 
plicant, otherwise he or she will have taken some other 
job. That is true, but there is still a way by which 
your. credit bureau can definitely protect you. If the 
applicant meets your requirements, employ him in a tem- 
porary capacity if need be, but in every case, immediately 
ask your credit bureau for a complete personnel report. 
I mean a complete report, not a twenty-five- or fifty-cent 
file report, but emphasizing a thorough investigation and 
complete report. The cost will be slightly more but the 
long-run benefits will be exceedingly great. ‘Then you 
will be in a position to judge whether the applicant should 
be placed in a position of trust in your establishment. 

When thinking of employee or personnel reports, you 
must never forget that a national service is just as near 
as your telephone, and this chain of protective units must 
be kept intact and fully functioning for just such emer- 
gencies. Consistent usage of your credit bureau service 
will be found profitable, as able businessmen, generally, 
seek to confine their dealings to people who tell the truth 
and keep their promises. 

This type of personnel reporting applies to the clerks 
in your store, for it is an established fact that shortages 
are becoming increasingly evident, as shopping services 
have found. Losses through long-fingered tactics have 
been mounting. Some stores, hotels and financial insti- 
tutions have been following the “Penny Wise and Pound 
Foolish” policy of hiring strangers without proper investi- 
gation. Losses in some cases have run high within a mat- 
ter of days or a few, weeks. Such establishments save a 
few dollars, the price of a complete personnel report, but 
they lose much more. Sounds like a good investment— 
doesn’t it? About as sound as betting on the races—a 
sure winner coming in tenth—but they didn’t have the 
thrill of the race. : 


Merit of Personnel Reports 

To many employers, it has taken war activity to prove 

the merit of personnel reports. This was ably stated by 

the manager of the Credit Bureau at Atlantic City, when 
he said: 


Until very recently, only a most enlightened employer made 
it part of his routine policy to check the complete history and 
background of prospective employees. Isn’t it odd that a busi- 
nessman who investigates as a matter of course anyone who 
wants a few dollars’ credit will take on new employees with- 
out at least a similar check-up? It has taken wartime drama- 
tization of the force of waste and sabotage to prove the logic 
of checking all new employees. Every’ businessman knows the 
real saboteur is not the sinister figure who peers at us from the 
billboards, but instead is the incompetent, the inefficient, the in- 
different and the wasteful. 

A personnel manager told us recently that it costs his firm 
$70.00 to put a new employee on the payroll—to say nothing 
of what it may cost later to learn that the selection was a mis- 
take. Expenditure of a few dollars for a complete digest of 
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the prospective employee’s background is a sensible investment, 
and, in these times, a necessary one. 


Credit bureau files are bulging with background information 
which will help you determine instantly whether the candidate 
you are considering is the man or woman you want in that 
particular job. Even firms which are suffering the most serious 
labor shortages recognize this, and make their investigations 
just as rigorously as ever, because no matter what the need, a 
bad employee is worse than none at all. 


There is another feature to present-day credit granting 
that should be mentioned. Even though you have gov- 
ernment credit regulations as a backdrop for your credit 
granting activity, they were never intended to alter or 
change your former sensible practices of careful credit 
granting. It is utterly foolish and loss-creating to grant 
credit by guess because you get a larger down payment. 
It is still essential that you have all the facts and then 
grant your credit if the risk meets your requirements. 
Why pass out scarce merchandise to any except those 
whose records of willingness and ability to pay have been 
established in the files of your credit bureau, or within 
reach of your bureau? 


Surely all alert credit managers realize the growing 
need for this essential credit bureau service, as men of the 
salary group will experience a 25 to 40 per cent forced 
reduction in paying power, due to increasing taxation, 
rising cost of living, and war bond buying. This group 
formerly represented a very substantial volume of buying 
power. They were the backbone of your accounts re- 
So our present wartime economy brings many 
trying problems for this group to solve. They will need 
your considerate interest as many of them will find it 
exceedingly difficult to meet some prior, heavy commit- 
ments. In working out proper solutions to these prob- 
lems, your credit bureau information can be most helpful 
to you. Use it consistently! 


ceivable. 


Today the credit bureaus 
of this country are operating 
in a depression status, while 
much of a boom surrounds 
them. Let us assume that 
this lean period will do much 
to clear out our deadwood 
service relics, make us alert 
to some needed changes with- 
in our organizations. It will 
compel us to seek newer and 
more efficient methods of op- 
eration. Some _ inequitable 
and inadequate rate schedules 
will have to be modernized. 
We will seek new mediums 
of service previously shunned, 
and from it we will, with the 
continued daily cooperation of 
our membership, more com- 
pletely service all the people 
of our communities. These 
are but a few of the possible 
opportunities presenting them- 
selves, but your usage of your 
bureau must be the keystone 
of its continuing foundation. 

I am convinced that new 
duties and new opportunities 
lie before us, and much even- 





Reconstruction 


Out of the filth and muck of soil 

Spring fruit and flowers for men who toil, 
More productive and beautiful, grown 
From seeds which they had formerly sown. 


May the filth and the muck in the minds of men 
Be turned into fruitful soil and then 

Bring forth a fuller, more humane life 

And banish war’s desolation and strife. 


Down in the world’s chaos once long ago 

God sent His Son, whom we Christians know 
Brought us salvation’s wonderful light, 
Showing the triumph of right over might. 


Out of the death and destruction of war, 
Which now is raging as never before, reau organizations must be 
Demanding the lives and property hurled, 
May soon develop a better new world. 


The pains of rebirth are sad to behold 

As God decided on breaking His mould 
And through war’s terror to build therefrom 
A newér and better world to come. 


Credit Manager, 
Boutells, Minneapolis. 





tual good will come from our present difficulties. The 
real optimist always sees some opportunity in every diffi- 
culty. He has the faculty of analysis, and with facts at 
hand, he takes aggressive action. 
aged quitter. 


He is never a discour- 


To me there is a very definite function and place for 
every alert and conscientious manager of a credit bureau. 
Our function should be that of acting in a spirit of coop- 
erative helpfulness, aiming, by sane, intelligent, impartial 
and sensible community leadership, to avoid further, un- 
necessarily drastic regulations, which could easily become 
excessively harmful, and tend to curtail retail business 
to the point of credit extinction. 

Our credit educational efforts must be constructive and 
constant; our credit leadership fair and impartial at all 
times and under all conditions. That is a big order 
stated in a few words, but in a large measure will deter- 
mine the status of bureau managers and the continuance 
or closing of your bureau and mine. 

Realizing the scope of these new conditions and their 
effect on credit bureaus, and believing that among our 
1,363 managers there would be found many helpful ideas 
that should be shared, the Associated Credit Bureaus 
of America have placed in operation a nation-wide /dea 
Sharing Plan, to bring out ideas as relating to two gen- 
eral phases of bureau work. They are ways and means 
of increasing bureau usage and bureau revenue, and in- 
augurating successful operating economies. The first re- 
lease will soon be made for the benefit of all member 
bureaus. This is the first time that such a major effort 
has been made for a pooling of good ideas. It is a 
mutual effort within our vocation. Quotas have been 
set for each District, as well as for each State, and re- 
sults are gratifying to date. 
The Idea Sharing Plan will 
be continued throughout the 
present administrative year 
as our major objective in 
self-help. Under this plan, 
each manager will share bene- 
fits and each must shoulder 
his responsibility. 

Current conditions, how- 
ever, make it imperative that 
these affiliated credit bureaus 
have the active, interested 
support of every business es- 
tablishment, so that they can 
continue to supply their sub- 
scribers with a much needed 
“factbilt” protective and in- 
formative service. These bu- 


maintained, for when this 
period of strife is over, the 
accumulated information and 
services of these bureaus will 
become badly needed and 
more valuable than ever be- 
fore. Businessmen, realizing 
this, should see to it that their 
credit bureaus are given every 
reasonable support during 

(Continued on page 20.) 


A. Sandberg 
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Analysis of 
Soldiers and Sailors’ CIVIL RELIEF ALT 





Amendments of 1942 





Richard O. Wiesner* 


The amendments to the Soldiers’ and Sail- 
ors’ Civil Relief Act of 1940 contained in 
H.R. 7164 were approved by the President 
on October 7, 1942 and became effective 
immediately upon approval. The Act em- 
bodying these amendments is entitled the “Soldiers’ and 
Sailors’ Civil Relief Act Amendments of 1942.” 

These 1942 amendments are far-reaching in their effect 
and result in changing the original Soldiers’ and Sailors’ 
Civil Relief Act of 1940 so that as amended its protective 
provisions are extended to afford relief for a far greater 
number of persons and to classes of persons not formerly 
affected by the Act. Although the Act as amended still 
has as its primary function the suspension of enforcement 
of civil liabilities in certain cases, it goes even further to 
provide for substantive changes in contract rights and 
duties. 

The Act as originally enacted, known as the Soldiers’ 
and Sailors’ Civil Relief Act of 1940, was effective 
October 17, 1940 and was a counterpart of an act by 
the same title which was passed during World War I 
effective March 8, 1918. 

The 1940 Act was passed nearly fourteen months prior 
to Pearl Harbor during the period of National Emer- 
gency. It coincided with the Selective Training and 
Service Act of 1940 which also predated our entry into 
war. The purpose of the 1940 Act, as expressed in its 
title, was to provide for and strengthen the national de- 
fense by suspending enforcement of certain civil liabilities 
of persons in the military service of the United States. 

The Act empowered the courts to stay any action or 
proceeding or the enforcement of any judgment in which 
a person in military service was involved during the 
period of military service and for three months there- 
after unless, in the discretion of the court, the ability of 
the person involved to prosecute or perform was not 
materially affected by reason of such military service. 
The Act likewise prohibited eviction of the wife, chil- 
dren, or other dependents of the person in military serv- 
ice for nonpayment of rent in cases where the agreed rent 
was $80 per month or less, except by court proceedings at 
which time the court could take certain action for relief 
of such persons. These two provisions remain un- 
changed by the 1942 amendments. 

Special provisions of the Act treated with suspension 
of the enforcement of contracts and mortgage obligations 
involving real or personal property where such obligations 
‘were incurred prior to the effective date of the Act 
(October 17, 1940). No rights to rescind or to repossess 
contained in such contract and no sale under a power 
of sale contained in such mortgage could be enforced ex- 
cept by court action, at which time appropriate relief 
could be given to the person in military service. 





*Of the law offices of Jackson R. Collins, 111 Broadway, 
New York City. 
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The Act also provided that whenever an obligation or 
liability of one in military service could be stayed or sus- 
pended, under the Act such protection also might be 
extended to “sureties, guarantors, endorsers and others 
subject to the obligation or liability.” Other relief 
granted by the Act related to protection of existing in- 
surance policies and to relief from taxes imposed upon 
real property and upon income. 

Experience under this Act during the first year of its 
existence and particularly after the entry of the United 
States into the war gave rise to demands in various 
quarters for amendment and clarification. After exhaus- 
tive study, debates, and hearings before the Committee 
on Military Affairs in both the House of Representatives 
and the Senate, there emerged the Soldiers’ and Sailors’ 
Civil Relief Act Amendments of 1942. The general 
effect of these amendments as previously stated is te 
greatly enlarge the scope and extent of relief formerly 
given by the original Act. 

Briefly speaking, the amendments extend the general 
relief and protection of the Act to all persons whether 
primarily or secondarily liable on an obligation and also 
to dependents of those in military service. The amend- 
ments also prohibit interest to be charged at a rate 
greater than six per cent per annum during the period 
of military service with respect to any obligation in- 
curred prior thereto unless otherwise directed by the 
courts. 

The provisions relating to contracts and mortgage 
obligations involving real or personal property entered 
into prior to military service are enlarged by the amend- 
ments so that court action is necessary in all instances 
in order to exercise, any rights contained in such con- 
tracts to terminate or repossess or to seize and sell under 
a power of sale contained in such mortgage regardless of 
whether such obligation was entered into prior or subse- 
quent to the effective date of the original Act (October 
17, 1940). In such action the court is granted discre- 
tionary powers to stay or suspend all proceedings. 

In a special heading entitled “Further Relief” pro- 
visions are contained for relief of those in military service 
or at the conclusion of such service by application to the 
court therefor. The court upon such application is em- 
powered to change the maturity dates and permit pay- 
ment in instalments in proper cases. 

Also the provisions relating to protection of existing 
insurance policies and to suspension of tax liability have 
been considerably broadened. Under descriptive head- 
ings a more detailed analysis of the important changes 
effected by these amendments follows. 


I. Provisions Applicable to Creditors Generally 


Persons Entitled to Protection. The relief 
granted by the Act as amended with respect to obligations 
incurred by persons in military service is also extended to 
all other persons whether primarily or secondarily liable 
on such obligation. Accommodation makers as well as 
sureties, guarantors, and endorsers, are now specifically 
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included. In addition, the benefits of the Act are ex- 
tended to dependents of a person in military service un- 
less their ability to pay is not materially affected by reason 
of the military service of the person upon whom they 
are dependent. (Section 2 amending Section 103 of 
the Act; Section 12 adding Section 306 to the Act.) 
The original Act did not specifically mention accom- 
modation makers and the weight of the court decisions 
on this point indicated that they were not included with- 
in the protection of the Act. (See Itzkowitz v. Empire 
Loan Co., 30 N.Y.S. (2d) 969; Modern Industrial Bank 
vy. Zaentz, 29 N.Y.S. (2d) 696; The Akron Auto 
Finance Co, v. Frank Stonebraker ; 35 N.E. (2d) 585.) 


Waiver of Benefits of Act Permitted. The 
amendments permit a waiver of the benefits afforded by 
the Act with respect to a stay of action or setting aside 
a judgment by any surety, guarantor, endorser, accom- 
modation maker, or other person whether primarily or 
secondarily liable on the obligation provided such waiver 
is contained in a separate instrument and also provided 
the person executing such waiver or the one upon whom 
he is dependent does not subsequently enter military 
service. Where the waiver is executed after receipt of 
orders to report for military service the waiver is then 
valid against such persons even after military service has 
commenced. (Section 3 amending Section 103 of the Act.) 

Contract Terms Affected—Change in Interest 
Rate. The amendments prohibit interest to be charged 
at a rate greater than six per centum per annum upon 
any obligation incurred by a person in military service 
prior to his entry into such service, during the period of 
military service beginning with or after the date of the 
amendments unless upon application to the court by the 
creditor there is a showing that the debtor’s ability to pay 
is not materially affected by reason of such military serv- 
ice. (Section 6 adding Section 206 to the Act.) 

“Interest” is defined in the amendments as including 
service charges, renewal charges, fees, or any other charges 
(except bona fide insurance). (Section 6 adding Section 
206 to the Act.) 

Contract Terms Affected—Change in Matu- 
rity and Method of Payment. Under a special head- 
ing entitled “Further Relief,” the amendments provide 
that any person during military service or during six 
months thereafter may apply to a court for relief with 
respect to any obligation or liability incurred by such 
person prior to the period of military service. In the 
case of a contract to purchase real property secured by a 
mortgage, the court upon such application may grant a 
stay of enforcement which amounts in effect to permit the 
applicant to resume instalment payments after the period 
of military service and the due date of the obligation is 
extended to the extent of the period skipped. As to all 
other types of obligations, the court may grant a stay of 
enforcement during the period of military service and, in 
addition, provide for the payment of the amount due in 
instalments extending from the termination of military 
service for a period equal to the period of military serv- 
ice. (Section 18 adding Article VII, Section 700 to the 
Act. ) 

Contracts to Purchase Real or Personal Prop- 
erty. Where a contract for the purchase of real or per- 
sonal property has been entered into before or after Octo- 
ber 17, 1940, with a person who thereafter enters mili- 
tary service, the amendments prohibit the creditor to exer- 
cise any right or option thereunder to terminate or rescind 
such contract or repossess such property except by court 
action at which time appropriate relief may be granted 
or by written agreement between the parties executed 
after receipt of orders for induction or during or after 
the period of military service. (Section 9 (a) amending 


Section 301 (1) of the Act; Section 4 adding Section 107 
to the Act.) 

This general prohibition as contained in the original 
Act applied only to obligations incurred prior to October 
17, 1940. 

Mortgages Affecting Real or Personal Prop- 
erty. Where an obligation secured by a mortgage upon 
real or personal property had been entéred into before or 
after October 17, 1940, with a person who thereafter 
enters military service, the amendments prohibit the mort- 
gagee to exercise any right of sale, foreclosure, or seizure 
of such mertgaged property under a power of sale or 
other terms contained in such mortgage after the effective 
date of the amendments except by court action, at which 
time appropriate relief may be granted or by written 
agreement between the parties executed after receipt of 
orders for induction or during or after the period of mili- 
tary service. (Section 9 (b) amending Section 302 (1) 
of the Act; Section 10 amending Section 302 (3) of the 
Act ; Section 4 adding Section 107 to the Act.) 

This general prohibition as contained in the original 
Act applied only to obligations incurred prior to October 
17, 1940. 

Mortgages and Conditional Sales Contracts— 
When Foreclosure or Repossession Permitted. 
The amendments provide for the appointment of ap- 
praisers in connection with a court proceeding to fore- 
close a mortgage on personal property or to resume pos- 
session of personal property under a conditional sales con- 
tract which has been stayed by order of the court due to 
military service of the person involved. The appoint- 
ment of such appraisers is in the discretion of the court 
dependent upon whether undue hardship would result to 
the dependents of the person in military service and is for 
the purpose of establishing a fair value for the property 
involved. Dependent upon the circumstances, the court 
may grant the foreclosing of the mortgage or reposses- 
sion of such property. (Section 12 adding Section 303 
to the Act.) 

The foregoing provision was substituted for the pro- 
vision in the original Act which denied the court power 
to stay an action to repossess a motor vehicle purchased 
under a conditional sales contract or mortgage where less 
than fifty per cent of the purchase price had been paid. 

Debt Secured by Life Insurance Policy. The 
amendments prohibit the exercise of any right or option 
of the creditor by virtue of an assignment of any life in- 
surance policy for a debt incurred prior to the period of 
military service unless by consent in writing executed dur- 
ing the period of military service, or death of the insured, 
or upon leave of the court. (Section 12 adding Section 


«305 (1) to the Act.) 


II. Miscellaneous Provisions 

Contract Terms Affected—Rent Liability 
Under Lease. Where a person after executing a lease 
enters military service, the amendments permit the termi- 
nation of any such lease covering premises occupied for 
dwelling, professional, business, agricultural, or similar 
purposes upon one month’s notice with a right to the 
lessor to seek any modification of such termination as the 
court may grant under the circumstances. (Section 12 
adding Section 304 to the Act.) 

Relief Extended to Landlords. In addition to 
the provision contained in the original Act prohibiting 
eviction of the wife, children, or other dependents of the 
person in military service for nonpayment of rent in cases 
where the agreed rent was $80 per month or less, except 
through court procedure at which time appropriate relief 
might be granted, the amendments provide that the owner 
of such premises who is unable to obtain rent payments 


(Turn to “Civil Relief Act,’’ page 25.) 
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THE SOLDIERS’ AND SAILORS’ CIVIL RELIEF ACT 


J. Gordon Dakins 


Educational Director, National Retail Credit Association 


The questions and answers which follow have 
been prepared as a supplement to the in- 
formation already published by the Na- 
tional Retail Credit Association on a very 
important and complex statute—the Soldiers’ 
and Sailors’ Civil Relief Act. The answers given by the 
author are his own interpretations of the provisions of 
the Relief Act and are not in any way intended as legal 
advice. They are presented in an attempt to assist credit 
granters in securing a working knowledge of this war- 
time measure. 





However, if you are puzzled by any sec- 
tion of the Relief Act, play safe; consult your own 
attorney. 

1. Question:—Does the protection of the Relief Act 
apply to members of the Women’s Army Auxiliary Corps 
(WAACS) and the Women’s Auxiliary Volunteer Emer- 
gency Service ( WAVES)? 
-Yes. (Section 101 [1].) 
2. Question :—Does the Relief Act apply to officers? 
~Yes. The Relief Act applies to officers as 
well as the rank and file. In practical application, how- 
ever, it is doubtful whether many officers would take 
advantage of, or be entitled to, the benefits of the Act. 
In most instances, their rate of pay is likely to be suff- 
cient for the court to decide that they are able to pay their 
debts. (Section 101 [1].) 

3. Question:—Miust the Government give notice to 


Answer ° 


Answer :- 


service men of the benefits they receive under the Relief 
Act? 

Answer:—Yes. Section 105 instructs the Secretary of 
War and the Secretary of the Navy to make arrange- 
ments so that persons in military service or those entering 
the service receive adequate notice of the benefits accorded 
them by the Relief Act. 

4. Question:—Does the protection afforded service 
men by the Relief Act become effective upon the date 
of entry into military service or upon the date of receipt 
of the order to report? 

Answer :—The benefits of Articles I, II, and III of 
the Relief Act are extended to persons entering the 
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military service from the date of receipt of the order to 
report. The benefits of the other Articles of the Act 
commence upon the actual date of entry into military 
service. 

As Article I, “General Provisions,” Article II, “Gen- 
eral Relief,” and Article III, “Rent, Installment Con- 
tracts, Mortgages, Liens, Assignments, Leases,” cover the 
greater part of a person’s debts and obligations (excluding 
insurance and taxes), it may safely be said that the 
protection of the Relief Act as to ordinary obligations 
becomes effective from the date of receipt of the order 
(Section 106.) 


5. Question:—A person incurs an installment obliga- 


to report for military service. 


tion between the date on which he receives his orders to 
report and the date of his entrance upon active service. 
Is he entitled to the protection of the Relief Act should 
he become unable to pay after entering military service? 

Answer:—Yes. (Sections 301, 302.) 

6. Question:—A, who is not a service man, owes C 
200.00; B, who is a service man, owes C $150.00. How 
may C secure a default judgment against A and B? 

Answer :—C must bring two separate actions—one 
against A; the other against B. 

If A fails to enter an appearance, C must file an 
affidavit showing that A is not in military service and 
has not received orders to report. After filing this 
affidavit, and there being no defense, C will be able to 
enter default judgment against A. (Section 200.) 

If B, the service man, fails to enter an appearance, C 
must file an affidavit showing that B is in military service 
or that he (C) is unable to determine whether or not 
B is in military service. In this case, C will have to 
secure a court order authorizing a default judgment; but 
before making such an order, the court will likely require 
C to file a bond conditioned to indemnify B against any 
loss he might suffer because of the judgment should the 
judgment later be set aside. This requirement usually 
causes most creditors to defer action when a debtor is in 
military service. (Section 200.) 

7. Question:—A man, prior to commencing military 
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service, purchases a radio on the installment plan and 
signs a conditional sales contract. After his induction, he 
becomes unable to make the payments due on the contract, 
and asks the merchant to take back the radio. May the 
merchant do this without obtaining a court order? 

Answer:—Yes. But there must be a written agree- 
ment to this effect signed by both the merchant and the 
service man. In addition, such an agreement must be 
executed either during or after the period of military 
service of the debtor, or during the period from the date 
of receipt of orders to report and the date when the 
debtor reports for induction. (Section 107.) A mutual 
agreement to permit peaceable repossession executed at 
any other time, e.g., prior to the date of receipt of orders 
to report, would be invalid under the Relief Act. 

8. Question:—An action is brought against a service 
man to secure an order permitting repossession of goods 
sold to him prior to his induction under a conditional 
sales agreement (or chattel mortgage). 
are stayed by the court. 


The proceedings 
Is there any way whereby the 
creditor may secure a court order permitting him to re- 
sume possession of the merchandise even after this stay 
has been made? 

Answer :—Yes. The court has power to appoint three 
persons to appraise the goods, and, based upon the report 
of these appraisers, the court may order the creditor to 
pay the service man or his dependents such sum, if any, 
as may be just, as a condition of resuming possession of 
the merchandise. The duty of the appraisers is to estab- 
lish a fair value of the property involved. (Section 303.) 

9. Question:—What is the position of guarantors? 

Answer :—Guarantors receive the same benefits as the 
service man under the Relief Act. However, they may 
waive their rights to these benefits if they do so in a 
written instrument separate from the obligation itself. 

But should a person who guarantees payment of an 
obligation and executes a waiver subsequently enter 
military service, his waiver will not be valid unless it is 
signed between the date the guarantor receives orders 
to report and the date of his induction. Moreover, if the 
guarantor is a dependent of a person who subsequently 
enters military service, and she (or he) executes a waiver 
prior to the beginning of the military service of the per- 
son upon whom she (or he) is dependent, the waiver 
will not be valid unless it is made between the time the 
person upon whom she (or he) is dependent receives 
orders to report and the date of such person’s induction. 
(Section 103 [1], [2], and [4].) 

10. Question :—Section 103 (1) provides that “when- 
ever [under the Relief Act| the enforcement of any 
obligation or liability . . . may be stayed, postponed, or 
suspended, such stay, postponement or suspension may, 
in the discretion of the court, likewise be granted to 
sureties, guarantors and endorsers subject to the 
obligation or liability.” Suppose A guarantees payment 
of B’s installment contract, executes a waiver, and B 
later goes into military service, does the Relief Act grant 
the court a discretion to stay proceedings brought against 
4 asa result of B’s failure to pay? 

No. Section 103 (4) provides that ‘“‘noth- 
ing contained in this Act shall prevent a waiver in writ- 
ing of the benefits afforded by subsections (1) and (2) 
of section 103 by any surety, guarantor . or other 





Answer: 


person whether primarily or secondarily liable upon the 








obligation.” Consequently, if a guarantor signs a waiver 
which is valid under section 103 (4), the court has no 
discretion to stay proceedings brought against him. 

11. Question:—A, prior to his induction, purchases 
furniture on the installment plan and signs a contract. 
B guarantees payment of A’s purchase, and signs a form 
which is a guarantee and waiver combined. This form 
is on an instrument separate from A’s contract. Is B’s 
waiver valid even though it is combined with a guarantee? 

Answer:—Yes. Under section 103 (4), a waiver, 
to be valid, must be executed ‘“‘as an instrument separate 
from the obligation or liability in respect of which it 
applies.” The word “obligation,” as used in this sub 
section, refers to the obligation of the original purchaser 
(i.e., A’s contract); it does not refer to the guarantee 
form signed by the guarantor (i.e., B’s guarantee): 
Consequently, the fact that the waiver is joined with the 
guarantee on one form does not invalidate the waiver. It 
is only when the waiver is incorporated in the original 
contract of purchase or loan that it is of no effect under 
the Relief Act. 

12. Question:—Upon the termination of his military 
service, a soldier who owes a number of debts which 
were incurred prior to his induction, finds himself un- 
able to pay. Can he secure relief? 

Answer :—Yes, as long as he applies to a court within 
6 months from the termination of his military service. 
The court may grant a stay for a period of time equal 
to the soldier’s term of military service, subject to such 
orders as the court may make covering payment of the 
obligations on an installment basis. However, such a 
stay will not be granted if, in the court’s opinion, the 
ability of the soldier to pay has not been materially 
affected by reason of his military service. (Section 700.) 

13. Question:—Where proceedings are brought 
against a service man, how long may the proceedings be 
stayed by the court? 





Answer :—The court may grant a stay of proceedings 
for the period of military service and 3 months thereafter, 
or any part of such period. (Section 204.) 

14. Question:—Are Americans serving with the 
British and Canadian armies given the protection of the 
Relief Act? 

Answer:—Yes. (Section 104.) 

15. Question:—On March 1, A rents an apartment 
at a rental of $50 a month, and signs a lease for one year. 
He enters military service on October 15. 
nate the lease? 

Answer :—Yes. 


Can he termi- 


Service men who are tenants of prem- 
ises used for dwelling, professional, business, agricultural, 
or similar purposes, may, by notice in writing, terminate 
a lease covering such premises. In A’s case, as he is pay- 
ing rent on a monthly basis, termination of his lease will 
become effective 30 days following the date of the next 
regular rent payment subsequent to the date when the 
written notice is mailed or delivered. Thus, if A delivers 
his notice to the landlord on October 20, and his rent 
falls due on the first of the month, his lease will termi- 
nate 30 days after November 1. (Section 304.) 


Additional questions and answers on the Relief 
Act of vital interest to all credit granters appear in 
the National Retail Credit Association’s new book- 
let, “The Soldiers’ and Sailors’ Civil Relief Act, 
1940 and 1942 Statutes Consolidated.” See adver- 
tisement on page 15. 
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“Friendly letters now,” said a Cleveland ex- 
ecutive, “will plough back into our business 
a value that we could not retain in any 
other way.” Naturally I was interested in 
that statement, and as he seemed inclined 
to go on, I listened very attentively. 

“About 75 per cent of our funds will be paid out in 
taxes,” he went on smiling very resignedly. ‘Whatever 
we spend on better letters, to keep our customers feeling 
friendly toward us will actually cost us only 25 per cent 
of the monetary outlay!” 

“Even though our employees are shifting—we are 
having a number of resignations because of military 
service and other conditions—we feel that now, of all 
times, it will pay us to write friendly letters.” 

I had not thought of letter improvement as a reserve 
in a business, but of course that is at least one of its 
functions. Careless letters do not cement or retain 
friendships. Careful letters do. 

Another executive remarked just this past week, 
“When we tell a long-time customer, who has every 
right to expect special consideration, that we can’t take 
care of him promptly, we should write in such a way that 
he will understand we wish we could. We can’t afford 
to write letters that irritate or upset him.” 





This Month’s Illustrations 


What a delightful sales letter (/llustration No. 1) to 
receive from Credit Manager H. L. Reagan, of The 
Cain-Sloan Company! The letterhead is printed in 
attractive green and red, and the letter is multigraphed 
in black ink. ‘Touches like “Santa’s serenade is now on,” 
“only 21 more shopping days,” and “wise women” have 
a distinct pull. Such a sales letter, such an invitation 
from the credit manager of any establishment is a subtle 
compliment to the customer. The Irish just naturally 
understand how to do these things, and Mr. Reagan 
deserves to be commended. 

Illustration No. 2 from DeJong’s, Inc., Evansville, 
Indiana, gives an interesting strategy of approach. Notice 
how the second paragraph puts the reader and the writer 
on the same side of the credit fence, an important thing 
to do in a letter. Notice also that action is made very 
easy on the part of the reader by asking him only to check 
one of the items mentioned and by giving him a return 
envelope. : 

Illustration No. 3 is a splendid approach. Notice the 
word “only” in the opening. Normally, it would not do 
so, but doesn’t this word give a persuasive touch as it is 
used in this sentence? To me this is an interesting ex- 
ample of what can be done with everyday words. Even 
more important is the mental attitude of concern about 
the customer’s patronage. You will recall the survey 
that was made some years ago which indicated that the 
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principal reason why customers drifted away from a store 
was the store’s indifference. This was true, so the survey 
pointed out, in at least 68 out of every 100 cases! Mr. 
Ashby has hit the nail on the head in putting in a note 
of interest in the customer’s patronage. The same idea 
is brought out extremely well in the closing. This letter 
can be studied with a great deal of profit. The M. L. 
Parker Company of Davenport, Iowa, has gained a na- 
tional reputation through the remarkably well-written 
letters of Mr. Dean Ashby, Credit Manager. 

It is very pleasing indeed to analyze I/lustration No. 4 
from Mr. Lewisson, Credit Manager, of Kennedy’s, 
Boston. The reassurance in the opening paragraph, as 
well as the note of appreciation, should have a strong 
appeal in getting the customer’s quick understanding of a 
friendly approach. The word “default” may possibly 
have a somewhat ominous effect, and Mr. Lewisson has 
done an interesting thing in placing the word “default” 
in the “mouth” of the Government, in the second para- 
graph of his letter. In the final paragraph, there is re- 
assurance again of the store’s concern about the cus- 
tomer’s convenience. In some form, this spirit of thought- 
fulness should really be included in every letter, don’t 
you think? 

What a delightful example is given in Illustration 
No. 5, which comes from The Texas Company (Austral- 
asia) Limited! With this part of the world so much in 
the news, all of us enjoy just getting better acquainted 
through seeing the type of communications that are sent 
out “down under.” Notice the delightfully British flavor 
of the two collection paragraphs. The Texas Company 
is extremely wise to follow the customs of the locality 
where it is operating. This is a form of courtesy which 
not only pays rich dividends, according to reports of many 
companies which do an international business, but is due 
the people involved. We, as Americans, always appre- 
ciate when a foreign company, operating in our country, 
defers to our customs, hires our people to work for it. 
One interesting thing about this little card is the initials 
on Santa Claus’ mailpouch. They look like “P.M.C.” 
to me. I asked an English gentleman, one of our cus- 
tomers, a graduate of Oxford, whether this had any 
significance that he knew of, and he was as much puzzled 
as I. I wonder whether it means Post Master Claus. 
No doubt you are a much better detective than I have 
been! 

In closing the comment on this month’s illustrations, 
which have a decidedly holiday flavor, and will reach 
you well in advance, in plenty of time to be of service 
in case you can use any of the ideas submitted, I could 
not close without adding my own best holiday wishes to 
you! 

May the days ahead be very satisfying, 
joyous ones for you! 
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November 15, 19h2 


Mr. Leo M. Armstrong 
2782 January 
Davenport, Lowa 


Dear Mr. Armstrong: 
There is only a small balance due on sour 


account as indicated on the enclosed statement. 


It concerns us because you have not 
used your account extensively during the last 
thirty days. 


At this season of the year, you will need 
many seasonsble items which are to be found 
in abundance throughout the store. 


Use your account, which will enable 
you to fulfill your requirements now. Also, 
"Parker's Budget Plan” may be arranged for 
purchases in all depertments. 

Your extensive use of the service of 
your account will be noticed by us with 4 
great desl of interest. 

Very truly yours, 


M. L. PARKER COMPANY 


redit Manager 
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Mr, Alex. R. Craig 
1902 Vance Street 
Evansville, Indiana 


Dear Customer: 


November 10, 1912 








The hte sc new regulation W concerning charge 
accounts has given every credit granter and credit 


aser @ duty to perform as patriotic Americans 


Our nt ; 5 ; a i 
duty is to discourage pyramiding of credit and 


to cooperate with you as 
ating "defaulted" accounts. 
part and know you will do yours too by 
your intentions below: i 


% paying up my "defaulted" balance 


I 
of immediately. 


I will be in to sign a "Credit Ex- 
ension Agreement" which provides 
for divided installment payments on 
my "defaulted" balance over a period 

6ix months. 


will be in to sign a "Statement 
of Necessity" because am tempor- 
@rily unable to pay. 


. Self-addressed enveloy is 8} 
a € ivel é is enclosed for your 


convenience, 
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KENNEDY'S 


& Hawley Street 


MASSACHUSETT 


November 21, 1942 


) Limit £0 


Mrs. Ray E. Parks 
12579 Eighty-first Street 
Everett, Massachusetts 


Dear Mrs. Parks: 


Thank you for your recent valued order for merchandise 
to be charged to your account and sent to your address 
given. We will be very pleased to comply with your 
request just as soon as we can meet the requirements of 
the new Federal Regulation governing consumer credit. 


The Government says that a charge account is "in default" 
if charge purchases made in any calendar month are not 
paid by the 10th of the second month following, and will 
not allow further credit for listed articles to be 
extended until the default is removed. 


Our records indicate that your account is now in default. 
The default can be removed either by your payment of 
$19.62 or by making specific arrangements for payment at 
the office of the writer. 


Wey we please hear from you as soon as possible for we 
realize you are awaiting delivery of the goods which we 
have been obliged by government order to hold until the 
default is removed. 


Sincerely, 





Credit Manacer 
KENNEDY’ 
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How Credulous Are Credit Managers 





in these 


Capricious Collection 


Days? 


Lowis Spencer 
General Manager, Spencer Collection Service 
Oakland, California 


Because of a recent interview with the Cred- 
it Manager of a large, multiple-store retail 
concern, the writer has come to the conclu- 
sion that some Credit Managers may be 
wearing their rose-colored glasses, not ex- 
actly wisely, but much too well. 





This credit manager, not so old in years, but definitely 
experienced, is a capable executive, thoroughly skilled in 
the mechanics of the profession. In addition, he seems 
to enjoy a broad knowledge of retailing, particularly as 
it pertains to his own concern, and to its merchandising 
line. However, judging from this man’s talk, the old 
menace of delinquent accounts, and credit losses, has been 
almost entirely eliminated. So far as collections are 
concerned, this optimistic fellow professes to have no 
immediate anxiety. He airily waves off any serious sug- 
gestions that all is not as it seems. 

The events of the past nine months are directly re- 
sponsible for this man’s reactions. The effect of Regula- 
tion W and the increase in cash transactions have con- 
vinced him that the goose hangs high, and that skies will 
be relatively clear from now until the war is won. Of 
course, Regulation W_ has profoundly affected collec- 
tions. It has caused thousands of slow payers to remit 
more promptly than ever before. Cash sales have in- 
creased, because many communities are now blessed with 
thousands of new citizens engaged in war work, who are 
strangers, and who have not as yet asked for credit 
accommodations. The satisfactory sales volume is largely 
due to their patronage. 

But, what this credit manager is apparently overlook- 
ing is the fact that while Regulation W places a penalty 
on accounts that are not paid promptly, the forfeit is not 
severe. The delinquent debtor is only denied the op- 
portunity of increasing the indebtedness. There is 
nothing to prevent delinquency, nor is there any guarantee 
that delinquent debts can be collected any more readily 
than before. 

In the opinion of this writer, the risk of delinquent 
debts continues to be real. It is by no means of such 
small importance that it can be virtually disregarded. 
There are several threatened trends which will bear 
watching if credit managers are to prevent losses. In 
fact, it may shortly be more difficult to collect accounts, 
once they become delinquent, than it has ever been. 

To Credit Managers confined to their offices, and en- 
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gaged in concentrating only on the credit and collection 
problems of their particular business institutions, it may 
seem strange that such strong statements as the foregoing 
can be made with factual virtue. But, to one who views 
the scene from a special point of vantage, there is ample 
evidence to prove that this is no time to abolish careful, 
thoughtful consideration of the subject. The facts are 
these: 


Despite the acknowledged truth that it is unconstitu- 
tional, in normal times, to place workers in involuntary 
servitude, more and more workers are being pressed into 
positions where they cannot easily indulge in their ac- 
customed prerogatives of their own free will and volition. 
The demands of war are making it necessary for the 
Government to importune workers to engage in necessary 
activities, and often at places far distant from their 
established homes. 

Here of late, more and more men, who have formerly 
been employed in civil service, are being blanketed into 
the army to work on projects that are directly under the 
jurisdiction of the military command. Certain projects, 
which were launched as private enterprises, have been 
taken over by the Government, and others may also 
come under the jurisdiction of the Government, should 
events change for the worse. 

Here, then, lurks a collection menace of no small sig- 
nificance. The job of tracing delinquent debtors from 
one part of the country to another, and of contacting 
them when they are buried deep amiong the thousands 
of workers employed in- the various war programs, is 
dificult and costly. Operators of large war production 
enterprises resent being asked to cooperate with collec- 
tors, and deplore garnishments and suits which impede 
the output of workers. 

The task of collecting delinquent accounts from debtors 
who have been blanketed into the civilian branch of the 
army, or navy, is even greater, for the wages of such 
debtors cannot be levied upon by law. 

Legislation has been proposed in California and may 
become effective wherein the courts can stay proceedings 
for the collection of a note, or a contract sale, against 
a comaker, or cosigner, while the maker of the note, or 
contract, remains in the military force. 

Taxation will have a greater bearing henceforth, in 
the creation of delinquent accounts, and in their collec- 
tion. It must be remembered that practically all war 
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workers must pay initiation fees and dues to a union as 
the price of employment. With Federal Unemployment 
and State Old Age Pension Dues to be deducted from the 
pay check, with income taxes, personal property taxes, 
and excise taxes, besides the money that workers are 
required to invest in War Bonds, and what they are 
importuned to donate to the War Chest, and other 
charities, the average wage earner is not going to have 
much money left with which to liquidate delinquent debts, 
even if he cherishes the inclination. 

White-collar workers, such as office workers, salesmen 
and others who are employed by firms that are not operat- 
ing on a cost-plus basis, have had their wages frozen, for 
most part, at a very modest level. For some of these 
people, the standard of living will be greatly reduced, 
and their ability to pay their ancient debts will be more 
dificult than ever before. 

In addition to these stated conditions is the psycho- 
logical attitude of the public. 


quirements. Collection firms are indicated for several def- 
inite reasons: A highly efficient, well organized collection 
firm can serve many creditors at one time, thereby con- 
serving effort, time, manpower, rubber and other important 
items. Such a firm has a sufficient volume of business to 
enable it to retain attorneys, and others with a thorough 
knowledge of correct collection procedures. Because it 
handles all sorts of collection items, it is in a position to 
collect many small debts that might not otherwise be col- 
lected. Frequently it finds that several of its clients have 
claims against the same debtor. By pooling them in one ac- 
tion, suit risks become reasonable, and collections feasible. 
Collection firms of the character contemplated in this 
discussion are usually affiliated with hundreds of similar 
firms scattered throughout the nation. Not only do they 
maintain their own splendid tracing facilities, but because 
of their affiliations, they have access to the service and 
facilities of their associates. Debtors are tracked from 
city to city, if need be, and 





As time goes on, there is be- 
ing manifest more and more 
impatience, on the part of em- 
ployers and the public, with 
collection efforts. This im- 
patience is probably due, in 
part, to the debtor war work- 
ers, who have “sold” many 
people on the idea that a debt 
moratorium should be in- 
voked for the duration. Re- 
gardless of what started it, 
there exists a negative psy- 
chology that may be more 
pronounced at a later date. 

It is earnestly suggested 
that credit men appreciate 
that we are up to our necks in a desperate war; that 
every business is affected by it, including the business 
they represent, and the credit and collection departments 
in each particular business. Because of war, things that 
never happened before have happened. Things that have 
not happened yet, may happen. The time has come to 
discard preconceived notions, prejudices, and outmoded 
practices. Only those who are alert to the situation, and 
courageous enough to erase the old thought grooves from 
their minds, will be in position to best serve their firms 
and themselves. 


lems,” 
Pittsburgh. 


San Francisco. 





In an ambition to offset the pessimistic tinge of the 
foregoing paragraphs, the following observations are 
tendered: 

With more money going into payrolls than ever before 
in our history, it is certain that the majority of people 
will pay their debts quite promptly, and that even the 
majority of delinquent debts can be collected, providing 
they are given, not only special attention, but quicker 
attention than has customarily been considered necessary. 
However, with the shortage of experienced help in the 
credit and collection departments all over the country, 
and with gasoline rationing to limit the calls that can 
be made, thoughtful credit and collection managers may 
find their jobs easier to define than to execute. 

Here is where the reputable collection firms can be of 
great value, providing their facilities are utilized in full 
appreciation of the fact that old conceptions of collection 
costs must be revised to meet present conditions and re- 


In the January Issue 


“Pittsburgh Discusses Small Business Prob- 
Jos. A. White, Harris Stores Co., 


“He Swept Himself Into a Credit Loss,” M. N. 
Bunker, American Foundation of Grapho- 
Analysis, Linn Creek, Mo. 

“Wartime Cooperation Between Credit Execu- 
tives and Credit Bureaus,” W. L. Brian, 
Joske Bros., San Antonio. 

“Garnishment of Salary of Federal Employ- 
ees,’ H. M. Jonas, Columbia Finance Co., 


“WHAT IS THE MOST IMPORTANT 


RETAIL CREDIT PROBLEM FOR bly afford 
1943?” ‘ 





are confronted with skilled 
collectors when they are even- 
tually located. In such a 
manner, the local collection 
firm becomes, to all intents 
and purposes, a national in- 
stitution. Its affiliated offices 
are obviously manned by men 
who are familiar with the 
community, and with the col- 
lection laws that pertain in 
each community. 

No retail firm could possi- 
such a collection 
service on its Own account, 
even if it were possible to 
organize it. Yet, such a 
service is available to all retail firms, no matter how 
small, and at a cost that is very small considering the 
value. 

The matter of cost is emphasized, because in the past 
many credit managers have refrained from employing 
collection firms owing to the belief that their own collec- 
tion departments could collect more economically. Con- 
sidering the money that is annually written off to profit 
and loss, it is doubtful if the independent collection de- 
partments ever did collect more cheaply than the effi- 
ciently operated collection firms. It is almost certain 
that they cannot do so under present circumstances. 

In the past, credit managers have often labored under 
the belief that by keeping collections within the confines 
of their own institutions, they not only collected more 
cheaply, but preserved the good will of the debtor to a 
greater degree than might otherwise be obtained. This 
idea is not without its debatable points. 

An unpaid delinquent account is not only a worthless 
account, it is a dangerous account. The longer it is de- 
linquent, the more likely will the debtor avoid the firm, 
and tender his patronage to others. The quicker it is 
collected, the greater the chances of renewed patronage. 

By entrusting such accounts to a responsible collection 
firm, there is every guarantee that the debtor will be 
granted courtesy and consideration. But, should ill will 
be created, it falls on the collection firm, and not so 
readily on the credit granter. Some of the nation’s 

(Turn to “Credit Managers,” page 29.) 
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Nationwide Credit Letter Contest 


EMBERS OF THE National Retail 
\\( Credit Association are invited to partici- 
pate in a nationwide credit letter contest begin- 
ning January 1, 1943, and continuing until 
February 15, 1943. Prizes will be awarded (see 
below) to the contestants sending in the best 
composed letters on the subject of charge and in- 
stallment credit; such as letters of good will, 
credit sales promotion, collection, “thank you,” 
inactive account, “In Default” (or anything per- 
taining to Regulation W ), declined accounts, etc. 


The judges will be Aline E. Hower, Letter 
Counselor, J. Gordon Dakins of the National 
Office staff, a letter expert, and E. F. Horner, 
Credit Manager, Kline’s, St. Louis. Their de- 
cisions will be final. 


Rules of the contest: Send as many examples 
of different letters as you wish—but—send three 
original copies of each on your firm’s letterhead ; 
typewritten or form letters only will be accepted ; 
awards will be based on attractive setup, timely 


illustrations, attention-getting openings, and ac- 
tion-impelling closings. No entries will be ac- 
cepted after February 15, 1943. The winning 
letters and those receiving honorable mention 
will be published in The Crepir Wor -p. 


Awards 
ee arrerrer $5.00 in war stamps 
Second prize......... 4.00 in war stamps 
Third to tenth......... book, “Streamlined 
Letters” by Waldo J. Marra 
Tenth to fifteenth..... booklet, “Successful 


Credit Department Letters” (Volume IT) 


Originality will be a major consideration, so 
“put on your thinking cap.”” Any member may 
take part in the contest. Don’t hesitate if you 
are a member of the credit department staff or 
credit sales manager; all are invited and no dis- 
tinction as to position will affect the judges in 
their final decision. 
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There fill be familiar faces missing from those {ho gather in tribute 


tothe Prince of Peace. Many will be in far off lands, afway from their 


families. With such conditions there can be no Christmas as usual. 


At this time, then, fue greet you {ith the hope that in the future this 


Season may mean “peace on earth and goodfuill tofvard all men.” 


Assovcatep Crenit Bureaus ve America 


INTURPVU RA TEYO 


“An Association of Credit Bureaus Since 1906” 


1218 OLIVE STREET 


SAINT LOUIS, MO. 
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“A New Booklet” 


The SOLDIERS’ and SAILORS’ 
CIVIL RELIEF ACT 


(1940 and 1942 Statutes Consolidated) 








COMPILED BY J. Gordon Dakins, Educational 
Director, N.R.C.A., and author of the Layman’s 
Handbook of Regulation W. ‘The only booklet, to 
our knowledge, which contains the actual text of the 
present law on this all-important subject. Elimi- 
nates the necessity of referring to both statutes to 
ascertain the law on any given point—for only the 
effective provisions of the Soldiers’ and Sailors’ Civil 
Relief Act are contained in this consolidation of the 


1940 Act with the 1942 amendments. 
YOU GET EVERYTHING in one volume. By 


using this new booklet there’s no need to refer to two 
statutes to ascertain the actual law. 


AND THAT’S NOT ALL! In addition to the 
entire text of the Relief Act, effective as from Octo- 
ber 6, 1942, supplementary material is provided to 
enable credit granters to obtain a clear understand- 
ing of the Act. This information is presented under 
the following headings: 


(1) Highlights of the Relief Act:—Facts of 
interest to the credit granter. 


(2) Questions and Answers on the Relief 
Act:—35 problems of everyday occur- 
rence answered in a way which will assist 
credit granters to secure a working 
knowledge of the Act. Sample forms 
also provided. 


THIS NEW BOOKLET—approved by N.R. 
C.A. counsel—is indispensable to every credit granter. 
It is practical, easy to understand, and puts the in- 
formation you want right at your finger tips. Not 
only a guide to retailers but of definite value to finan- 
cial institutions, doctors, lawyers, and collection 
agencies. The Act will not worry you if you have 
this booklet on your desk for ready reference. 


CONVENIENT pocket size, 54” x 734”. 64 


pages of clear, easy-to-read type. 


5Oc to Members 


(Nonmembers 75c) 


“A New Iusert” 


Are you doing 
your part? 


Today, it’s the patriotic duty of all of us to 
conserve for Victory! Here’s how you can 


help! 


Use Your Charge Account — In this 
way, you save precious minutes while shop- 
ping. No need to wait for change or to carry 
large sums of money. You shop the “‘Ameri- 
can Way" when. you say ‘‘Charge it, please.” 
And by paying your charge account prompt- 


ly, this privilege remains yours 


Make Up Your Mind Before You 
Buy — Shop wisely and be careful to choose 
exactly what you want. Avoid returns and 
exchanges. 


Carry Small Parcels 
share for Victory. You help to save rubber, 


- Carry your 


gas and oil—materials your country des- 
perately needs. 


Conserve Vital Equipment — Make 
the best use of your car. Share rides. Save 
tires and gasoline. And when you use the 
streetcars, plan your trip to avoid peak loads. 


ge Cooperation is Vital Now Pk 
Ce for Victory -_ 2 





IT’S PATRIOTIC TO CONSERVE is the 
theme of the new National Approved Insert shown 
above, actual size. It is designed to show customers 
how they can help in the war effort. A good way to 
increase charge sales, and at the same time decrease 
costs arising from returns, exchanges, and delivery 
expense. Attractively printed in reverse in blue ink on 
canary-colored paper—it tells a pointed story in a 
clear-cut compelling way. 


$2.00 a Thousand 


NATIONAL RETAIL CREDIT ASSOCIATION 


SHELL BUILDING 


ST. LOUIS, MO. 
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Little Rock, Ark 62.2 | 66.1 |58.3138 1/415/34 81366 |46.5| 2671189) 2381140 679 518 - 2e 
5 Kansas City, “Mo 71.3)}85.1/57.5)55 2)69.1/41.2 16.0}20.1)15.5470.2|75.6|595149.4/547\/346 4 
St. Louis, Mo 73.3)}779|68.5)559 |65.4/508 [28.4 |35.3 |24 8]18.7/209)17. 1166.5) 703/61.) }38.7/40.1|31.6725.3)359) 1471155 
Louisville, Ky 69.3/750/6501549/69.0\42 41 248/307/ 19.6)156)17.4| 14.01554 |63.0\479 1431/48. 4|380418.5 |220)15.0)12.4) 15 
Detroit, Mich 16.9} 849/62 6/55 3/68 3144.4] 40 6/43 2) 3691235/27.4| 181 $71.2 | 72.2| 663] 438) 499) 37.2 ~ 
Grand Rapids, Mich. }71.4|76.8/68.4/49.1 |52.5|43.5] 24.6/253/239] 18.3) 18.3|18.3 167.1} |83.3)44.0144.3)/54 7\35 1131.4|408/210)206)z 
Cincinnati, O 10.9 174.9) 67.2}53.2158.9/}500425 2)309 206] 16.1)21.6)10.6157.0|69 8/42 0/400 |455/31.2 - 52.5 
6 Cleveland, O 63.6|70 2|60.2|54 .2)60.5|}50.0131.5)39.0/3 1.2124 5)25.3) 22.4162 2/663 |56.9 {387/40 6|36.5417.3\2 16.0 0119 40.0) 
Columbus, O 11117711652 149.6\ 540) 4521245/31.2|2281166/215)13.5169.5|77.3/56.4)450/51.4)394) 18 1 |500) 16.4]}121 139 
Toledo, O 11 4\76 1}67.5}503/53.3)41.5F25.1)31.4)20.1117.7)}233/13.9 166.0 | 67.3)520) 460)/520)44.0 - 78 
Youngstown, O 676 |68.8\66.51490/49 5| 486] 22.9/240)/21.9) 16.2) 165/159 _ — 
Milwaukee, Wis 69. 2|74.4/67.2154.1| 61.2) 46.4135.7 |36. 4) 29.3) 23.3) 27.2) 20.4168! |100.0/45 8150.8 |53.2/)39.9}21.4/23.3)196}16.0/16 42 4) 
Cedar Rapids, la. 85.3 |86.5|}65.0/58.5) 60.5) 49.4432. 2) 35.0) 29.4) 21.2/23.0/19 5) — - — — — - 
Davenport, la 68.6174.5| 62 8/56.5|60.91/52.1}228/256)20.1117.0/17.2) 168 - — 1210) — |188/2 
Des Moines, la 64.1|744|547 436 48.3389 - 222 12 0) 60 | 82.7 52.0 457/588 432 a —_ — 
Sioux City, la 64.9 | 66.1 |63.8|460/47.7/44.3}219/279) 159}18.3)18.8)179 570 380 — |233 
Minneapolis, Minn 85 1|88. 6/82 8|67.5|7 |1.5|63.7137.6|436|279)20.8)244/14.51 — |868) — — |536)- — «> 1493) 
St. Paul, Minn 73.2|82 3)62 3) §1.3}62.8)430}]26.3)31.7/21.4|269/37.6| 18.6370.8 |77. 1|67.8)464'6)5)380] - - - 
Omaha, Neb.° 487 . 138) <= _ — | — |426/45.7/39.8 | —| 
g Tulsa, Okla. 126 |85 5|56 4/59 2)§630)53.0]1 295 |37.0 | 17.9125.0/34.8) 12.1176.2|85.0/67.4/}590/75.0'43.0 
~ San: Antonio, Tex 60 0164. 1|48 0}.400) 457/380 16.7 10.0)11.0) 8.0 — |660 40.0/45.0/32.7}18.2,330/15.2)109 
Denver, Colo. 65 4/67.2|57.21 490/52 .0146.9130.0| 63.3) 202] 17.3)30.7)14.2}653 | 65.8/51.1}509)520\45.4 eh) 10.4 ee 
9 Salt Lake City, Utah 79.7|85.9|74 8) 56 5| 64.1) 48.8142 7|64.3/33.5) 22.325. 1|20.1 
Casper, Wyo 177 1.7 
10 Spokane, Wash 82 49 | 204121811901 15511811130] 466 [850136 >/3191650 219 ee 
Los Angeles, Calif, 60.2164 51582 TOAD 485156 7/380 ot 
- Oakland, Calif 14.) 175.7 167.5150.7/51.7|414427.2/463 20.7] 18.3/3 1.7) 16.2362.2/71.5)5 409/| 464/355 33 
:’ San Francisco, Calif 65. 3/88 .3|/58.3147.3/ 56. 6/38 8)29 0/36.8/25 0)165)221) 12.1450.7 |59 | 0133.5|37.8| 284 
Santa Barbara, Calif. 1636/71 7/47.11518/58.1|462 56.1 /59 3/508 1463/48 4| 435 - 
Vancouver, B. € 89. 4/96 5|82.2|63.5}65.4/6 1.5136. 4 | 41.5}31.2]27.7)33.3)220 420 +330 2 Baa) 
12 Victoria, B. C€ 91. 3/92.7/900 |68.0|71.9) 64.2129 5) 30.0/29.0)23.9) 28.5) 19.4 
Ottawa, Ont.® 
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67.8|74.6|61.0 |} 456/48 6) 423 59 5) 818 71.9 84.2 |906)77.9% 65.9 |87.3'5| 49 2" 
49.2|61.2|37.2 67.8|77.2|58.4|55.7|66.2|45.3 8293829582 9°1787'>| 787° 7879 
Ey WARFARE 567| — | — [548/66 164905 
43.5|480|392] — | - 43.8|475/400 
40.| 67.8 | 106.0) 29.7/36.6|49.0)24 3 
61.4|66.6/52.7144.315 1.21 40.0 = 77 85] 89 34 66.4168 94 9494 450) 
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40.0/62.9|38.816 1.9 |850|48.21435/59.2/42.2 77 F39202959 024 56 476 029 46 0 
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14Stationery, Office Supplies 18Dairy 


ED STATES AND CANADA-- CONTRIBUTE THESE FIGURES MONTHLY 
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19D rugs 
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25Dental Supplies 
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1941 





Cost of 


CREDIT DEPARTMENT 
Operations 


Arthur H. Hert 


1940 


3.700 | 3.590 





39 





$250,000 to $500,000 


1938 | 19 
2.207 | 4.390 





1941 
3.19% 





1940 
.450 


» 





i “4 Ee. 


| HE 1941 CREDIT DEPARTMENT Operating 
Expenses and Other Data study continues a series 
of reports on this subject compiled by the Research Divi- 
sion since 1938. The object of this annual study is to 
serve the needs of retail credit executives for factual in- 
formation on credit department operations in various 
types of retail stores. 

As in the past, the data in the 1941 study are divided 
according to district, state, and credit volume brackets, 
in order that the individual store’s identity is not re- 
vealed. Percentage figures are based on combined open 
credit and installment credit sales unless otherwise indi- 
cated. Represented are the following types of stores: 





$500,000 to $1,000,000 


1938 | 1939 





1941 





1940 


2.339 | 2.195 | 2.869 | 2.721 





1939 





$1,000,000 to $2,500,000 


1938 


3.060 | 2.745 





Department Stores Lumber 

Men’s Wear Auto Dealers 
Women’s Wear Service Station 
Furniture Coal and Oil 
Jewelry Grocery 

Shoes Petroleum 
Musical Instruments Paint 


1941 
2.303 





1940 








1939 


The table on this page shows the median department 
store percentages for the past four years. On the oppo- 
site page is another composite table of the 1941 credit 
department expense percentages for department stores. 
This table shows the high, median and low figures for 
the various volume brackets and is computed in the fol- 
lowing manner: The figures for each item were ar- 
ranged in descending order for the stores in each vol- 
ume bracket. The highest and lowest figures were then 
selected and the middle figure was considered the median 
or average. The same procedure was followed in the 
total expense figures, and the total expenses for the high, 
median and low for the various volume brackets repre- 
sent the stores reporting the high, median and low total 
expense figures. These figures are, therefore, not the 
result of the ten items being added together. 








$2,500,000 to $5,000,000 


1938 








| 1941 














Over $5,000,000 





071 
.096 








This report is an indication of the cooperative spirit 
and interest of our individual credit executive members 
who submitted their confidential figures. A wide change 
in business conditions will, no doubt, be reflected in 1942 
percentages and it is hoped that when the questionnaires 
are received this fact will not influence our members 
to withhold their data. Even though the figures are 
abnormal these data represent facts and it is necessary 
that we have as much information as possible to make a 
worth-while comparison with other years. 


Accounts Re- 
Commissions, 
Credit Bureau 


and 


ceivable Supplies 


Postage and Communication 





Assistants and Clerical 


—Authorizers 


Agency 


Reports, 
Total Expense 











CREDIT VOLUME 


and Bad Checks 


Court Costs, ete. 
10—All Other Expenses 


Dues, ete. 
8—Net Losses from Bad Debts 


Credit 


Make a note of it now that when the 1942 question- 
naire is received you will return it to the Research Divi- 
sion as complete and as promptly as possible. 
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9—Losses from Fraudulent Purchases 


3—Billing, Bill Adjusters, Clerical 


1—Manager, 
4—Credit Office 


6—Collection 


9 
5— 
7— 









































Payroll—Credit and Collection Offices 


Payroll—Accounts Receivable 
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Bavid J. Woodlork 


David J. Woodlock, a leader in the 
St. Louis retail credit field for many 
years, died suddenly at his home in 
St. Louis on October 29, 1942. 

“Dave,” as he was known by his 
many friends, had been in ill health 
and confined to his home for the 
past seven years.. He was for many 
years Credit Manager of Nugent’s; 
was one of the founders of the Asso- 
ciated Retail Credit Men and Credit 
Bureau of St. Louis; and served two 
years, 1914-1916, as President of the 
National Retail Credit Association 
(then the Retail Credit Men’s Na- 
tional Association). At the St. Paul 
Convention in August, 1919, he was 
elected Executive Secretary, and at 
the time of his resignation, in April, 
1934, was Manager-Treasurer of the 
Association. 

Commenting on his death, Presi- 
dent Burris wrote: “I am very 
sorry indeed to hear of the death 
of Dave Woodlock. Dave had a 
wonderful personality and many 
fine, likeable qualities, made friends 
easily and his friends were intensely 
loyal to him.” 

Mr. Woodlock is survived by his 
widow, two daughters, and a son, 
David, who is an aviation cadet in 
the United States Army. To his 
loved ones we extend our condo- 
lences and heartfelt sympathy. 


L. 8. Crowder. 
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“Equality of Benefits” 
(Beginning on page 3) 


these lean days when reporting volume has dropped 
anywhere from 30 to 60 per cent. 

Credit bureaus are not charity organizations, seeking 
support of that nature. They are definitely civic insti- 
tutions, helping to safeguard the character and business 
foundations of these communities. Service requirements 
have been changed by rules and regulations beyond the 
control of your manager. Some new avenues of service 
are now opening for the alert bureau manager through 
which he can advance to greater usefulness, greater re- 
sponsibility, and greater respect, as he honestly and faith- 
fully fulfills his service obligations to those about him. 

Where equality of benefits implies equality of responsi- 
bilities, we can have no narrow confines. Our work must 
be broad—almost limitless. The credit tentacles are the 
credit managers. Our combined duty is to stimulate 
good credits, and good records, as well as to deter bad 
ones. We must develop both the positive and negative 
qualities of our job. We must encourage the man who 
pays his bills to know that his clean character and credit 
record entitle him to credit, or a position, any place; and 
just so, negatively, we must emphasize to the parasite of 
modern business that he cannot be trusted any place be- 
cause the credit bureau and its affiliated credit managers 
are vigilant. 

The more we recognize our combined community re- 
sponsibilities, the better, broader service will we render; 
the greater respect will the people have for us and for 
those we represent; and the better will we be able to 
carry on. We must ever remember that the credit bu- 
reau is a constructive force; a helping institution; a com- 
munity clearinghouse; and our job is to keep ever and 
on, under the light of new days and increasing possibili- 
ties and responsibilities, to the goal of greater service— 
greater success. This can be accomplished only when each 
of us knows full well that sharing of equal opportunities 
and benefits means an equal sharing of difficulties and 
responsibilities. 


INDERS 


for The Credit World 


CPaMPHLET type with stiff blue fab- 
ricoid covered sides and the words “Credit 
World” lettered in gold. Holds 12 issues. 


There is an individual wire for each issue, 


easily inserted. Every member should 
have a binder for each volume. Price, 


$1.75, postpaid. —-: a eS 
Order from 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis, Missouri 
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Credit Advertising 
Standards 


iw THE INSTANCE of the National Association of 
A Better Business Bureaus, a conference was recently 
called in New York City, to which representatives of 
many business organizations were invited. At this con- 
ference the voluntary standards for advertising consumer 
credit, shown below, were adopted. 

In cooperation with the National Association of Better 
Business Bureaus® and 

To help business voluntarily keep its advertising and 
selling practices in accord with Regulation W, promul- 
gated, with amendments and interpretations, by the Fed- 
eral Reserve Board, we formulate the following stand- 
ards: 





1. No advertiser shall make any statement about credit 
terms which is false or misleading or which tends to 
frustrate Regulation W. 

2. No advertiser shall make any offer or representa- 
tion which states or implies that loan or credit terms are 
available, which in fact are not obtainable under Regu- 
lation W. 

3. No advertiser shall use any statement which states 
or implies that loan or credit terms, permitted by Regu- 
lation W, under special circumstances or in limited cases 
only, are available generally. 

4. No advertisement shall be so constructed, typo- 
graphically or otherwise, as to create the impression that 
credit terms featurea apply to all merchandise, loans, 
credits or services offered in the advertisement, when 
such is not the fact. 

5. No advertiser shall offer allowances or credits, in- 
cluding trade-in allowances, which are fictitious or ex- 
aggerated or in any way tend to mislead. 

6. When installment credit terms are advertised as 
specific amounts per week or per month, the advertiser 
shall refer to the fact that a down payment is required, 
if such be the case. 


(NOTE: It shall be deemed satisfactory, in complying with 
this standard, if an advertiser adopt any one of the following 
methods of compliance: 

a. Name the amount of the down payment specifically. 

b. Name the percentage of down payment required. 

c. State, without qualification, that a down payment is re- 

quired.) 


7. When offers to lend money for the purchase of 
listed merchandise are advertised, the advertiser shall 
refer to the fact that such loans are limited to only a 
portion of the purchase price or to the purchase price 
after the down payment. 

8. No advertiser shall refer to an installment credit 
as a charge account. Installment credit is defined by 
Regulation W to mean “an extension of credit which the 
obligor undertakes to repay in two or more scheduled 
payments or as to which the obligor undertakes to make 
two or more scheduled payments or deposits usable to 


liquidate the credit, or which has a similar purpose or 
effect.” 


9. No advertiser shall employ the phrase, ‘““No money 
down,” or its equivalent, in connection with a charge 
account.—St. Louis Better Business Bureau Bulletin. 








Successful 


Credit Department 


Letters 


VOLUME II 








Just Published 


The success of our first booklet, and 
a demand for more examples of out- 
standing credit and collection let- 
ters, is responsible for our publish- 
ing another practical aid to success- 
ful letter writing. The 163 specimen 
letters illustrated cover the field of 
credit correspondence, and contain 
many valuable ideas well worth 
adopting. 
Of vital importance to credit 
granters is a section devoted 
to Regulation W. Many letters 
are illustrated and all of them 
comply with the requirements. 


Practical hints on letter writing are 
also included that will save time and 
assist the busy credit executive to do 
a better job. 


The various types of letters and 
forms are carefully indexed for quick 
reference. Among the many types 
illustrated are: 


@ Account solicitation letters 

@ Collection letters 

@ Collection notice cards 

e@ Declining account letters 

@ Credit sales promotion letters 

@ Good Will letters 

@ Inactive account letters 

@ New account acknowledgment letters 
© Letters for use with Regulation W 


Here’s your opportunity to secure an 
extremely timely booklet for prac- 
tical use in handling your business 
correspondence during wartime. 


$1.00 TO MEMBERS NONMEMBERS $1.50 


NATIONAL RETAIL 
CREDIT ASSOCIATION 


Shell Building 
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ARTHUR H. HERT, Research Director 


...A “give-and-take”’ page, wherein readers may ask — and 
answer — questions about their credit and collection problems 
and solve them in the laboratory of practical experience... 
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~ Are Slow Accounts Getting Slower? 


The Question 


Due to high monthly payments today, accounts out- 
standing for sixty days have dropped to an unusual figure. 
However, many stores are reporting that the slow-pays 
still remain slow even to the extent of increased per- 
centages. In other words, the good accounts pay two 
weeks sooner and the poor ones all turn into collection 
items. 

Tell us about the condition of your charge accounts 
that are six months old and over. What are you doing 
about them? 


The Answers 


Birmingham, Ala.: We have quite a few charge 
accounts that are six months old or older. We are put- 
ting forth every effort to collect them and are pushing 
them harder than we would under normal conditions. 
Our collection percentages on open accounts have in- 
creased from 42.0 per cent last November to an all time 
high of 69.2 per cent for November, 1942, which would 
indicate that Regulation W is causing the majority of 
customers to pay promptly. It does seem, however, that 
the bad ones are just as hard, if not harder, to collect 


from. 
xk 


Birmingham, Ala.: It is true that most of the 
slow-pays still remain slow, the good accounts pay more 
promptly, and the slow ones become collection follow-up 
items. Up to the 6th of this month we had outstanding 
25 accounts amounting to $453.15 balance due on pur- 
chases six months and over. We are following them up 
just as we have always followed up delinquent accounts. 


x* 


Chicago, Ill.: Our slow accounts are slower but 
not enough to change our routine. 


ie 


Columbus, Ohio: Our experience since Regulation 
W has been most pleasant. We believe that the cus- 
tomers have a more thorough knowledge of the regula- 
tion and the accounts are being paid in a more satis- 
factory manner. We are putting more intensive collec- 
tion effort on accounts that are six months old and over, 
and they are being paid in a better manner than formerly. 
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Kansas City, Mo.: We have approximately the 
same number of slow accounts that we have always had, 
and are using the same collection follew-up that we have 
always used. We have very few accounts that are over 
six months old; the greater number are in the hands of 
attorneys for collection. We put practically all accounts 
in attorneys’ hands for collection which do not show a 
payment for a period of 6 months. This is because we 
feel that we have exhausted our own efforts to collect 
accounts in that period of time. 


eee 


Louisville, Ky.: I believe that more pressure will 
have to be exerted on old accounts that have become 
frozen. Below is a comparison of our percentage of 
accounts outstanding for August and September. This 
includes accounts 6 months and older, and accounts that 
are in the hands of attorneys. 


1941 1942 

August 2.9% 4.67% 

September 2.8% 3.9% 
xk 


Memphis, Tenn.: While we have the usual collec- 
tion problem regarding old accounts, we do not feel that 
it is any worse than heretofore. We have less accounts 
that are six months old or older than we had a year ago. 
Our collections have increased 15 to 16 per cent, but 
we have always enjoyed a good collection percentage 
in the past. 

xkx«* 


Memphis, Tenn.: The accounts frozen after July 
10 which are now six months old and over are just a 
collection problem. We have explained that they can 
cure their accounts and still keep them open but must 
pay them promptly. Also a cured account must be paid 
each month. Their answer is that they cannot pay two 
accounts so we find that they are spending their cash with 
us and paying a small amount on the frozen account. 
We do find that a very high percentage of accounts 
that have been opened since July 10 are paying promptly 
and very few are frozen. 

xk 

Milwaukee, Wis.: ‘There is no doubt that Regula- 
tion W has affected the paying habits of both fairly good 
paying customers and also a great many slow-pays. 
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Many of them now pay promptly which is evidenced by 
our greatly improved collection percentage. Some of 
the former slow-pays are still slow but from general 
observation we believe our collection, or slow-pay, ac- 
counts are in better condition than they have been for 
some time. 
xk 

Milwaukee, Wis.: We have stepped up our collec- 
tion procedure on accounts six months old or more. 
While our collections have been more successful, our 
number of slow-paying accounts remain about the same 
with a slight increase in the number of our deferred pay- 
ment accounts. Men entering the service and those mov- 
ing into other localities on defense jobs are, of course, 
the reason for the increase. In spite of our high collec- 
tion percentages, consistent and more thorough follow-up 
of slow accounts seem to be the answer. 


x*«k 


Oklahoma City, Okla.: Our collections on de- 
linquent accounts for the month of October were 12.44 
per cent, and 16.97 per cent for the month of October, 
1941. We find that customers who have allowed their 
accounts to become in default are hard to collect from. 
Our collections on regular accounts for the month of 
October, 1942 were 90.52 per cent, and for October, 
1941, 61.8 per cent. Collections on contracts and lay- 
away purchases are very much higher than they were last 
year. Our charge sales for October of this year were 
56.0 per cent of our total volume and for October, 1941 
consisted of 64.0 per cent of our business. 


xk 


St. Louis, Mo.: Our collections have shown quite 
an improvement during the past four months over the 
same period in 1941. This applies to regular charge 
accounts as well as deferred payment accounts. There 
seems to be no perceptible increase in accounts turned 
over to our collection department so far this year. Our 
accounts are in a healthy condjtion. However, credit 
sales have fallen a little below 1941 during the past four 
months, especially deferred payment accounts. We do 
not expect a very great change in collections for the 
present. 

xk 

St. Louis, Mo.: From careful observation, we can 
say very definitely that our slow-pay accounts are dimin- 
ishing. This is obvious from the fact that on accounts 
six months old and over it has always been our custom 
to carry a follow-up tickler. 
Since the new government 
regulations went into effect 


What Is the Most Important Retail 





preceding year. Since then, of course, there has been a 
more noticeable improvement as a great number of these 
chronic slow-pays have had the opportunity to pay off 
older obligations while possibly paying cash for their 
current needs. Now that they are able to start from 
scratch again we are optimistic enough to believe they 
may be able to maintain their accounts on a current basis. 
xk 
St. Paul, Minn.: It is our experience that the here- 
tofore chronic slow-pays are more difficult to collect from 
than in the past because they are obliged to pay cash for 
their purchases. Generally speaking, we believe that the 
public realizes the reason and necessity for the regulation 
and desire to cooperate in every way possible. On the 
first of each month, all accounts that show a balance 
carried forward from the preceding month are flagged. 
We attach a brief reminder to the bill, calling attention 
to the fact that the account will be in default if the past 
due amount is not paid by the tenth of the month. Re- 
sults have been most gratifying. We are pleased with 
the change for our collection problems have been greatly 
reduced. Collections have shown a substantial increase 
each month since the regulation went into effect. Our 
outstandings also have been greatly reduced. 
xk 
Tulsa, Okla.: We have a smaller number of ac- 
counts that are six months old or older this year as com- 
pared to last year. We are using our regular collection 
procedure on these accounts just as we have in the past 
and the tough ones are referred to the Collection Depart- 
ment of the Retail Merchants Association for handling. 
xk*ke 
Kansas City, Mo.: We still have our slow-paying 
accounts and although Regulation W has increased our 
collections enormously, there are still those who purchase 
an article and take up to six months to pay, making no 
attempt to add to the account before paying. We are 
handling our old accounts in the same manner we have 
always, doing everything to effect collection. 
xk 
Worcester, Mass.: Our collections for October, 
1942 were 70.7 per cent as compared to 45.0 per cent for 
October, 1941—a gain of 25.7 per cent. The average 
gain from June to October, 1942 was 20.4 per cent. 
From May 31, 1942 to October 31, 1942, ledger balances 
reduced 3.7 per cent. However, we have noticed a 
tendency during the past few months of slow accounts 
becoming slower. This, no doubt, is caused by the rising 
costs of living and income 
taxes of white-collar work- 
ers who have had no in- 





these have been reduced by 
at least one-third, indicating 
that these accounts have 
again become current, or 
within a sixty-day period. 
Our accounts are aged only 
once a year and the last time 
was July 31. That was only 
about three months after the 
regulation went into effect, 
but even then the six months 
and older accounts had im- 
Proved noticeably from the 


tinent. 


Thank you! 


Credit Problem for 1943? 


Here, again, is the annual question! The 
responses to this question, each year, have 
come to be regarded as a yearly symposium of 
credit opinion of the North American Con- 


So that we may publish as many answers 
as possible, may we request that you please 
make your answer brief (not over 50 words) 
and to the point. And mail it to the National 
Office BEFORE DECEMBER 18, if possible. 





creases in incomes. To rem- 
edy this situation, and to 
keep our books clean and 
liquid we place such accounts, 
in the hands of our attorney 
for collection. In September, 
we placed 98 accounts and 
in October, 56. We do not 
wait more than six months 
before we take this action. 
All accounts placed with an 
attorney are charged off the 
15th of each month. 
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Nashville Credit Men Sponsor Military Dance 


On October 10 the Nashville Retail Credit Associa- 
tion sponsored a military dance at the Y.M.C.A. for all 
men in uniform. Over four hundred attended. ‘This 
was one of the regular Saturday night dances spon- 
sored by various civic clubs for men in the armed forces, 
a program which has been in effect in Nashville for the 
past eighteen months. The War Service Committee of 
the Retail Credit Association had charge of the program. 


N. C. Henderson Promoted at Schuster’s 
Norman C. Henderson, in charge of the collection of 
installment accounts, has been promoted to the position of 
Collection Manager of the three Schuster stores in Mil- 
waukee. He has been with the store for the past nine- 
teen years and has served in all sections of the credit 
department. 


Omaha Credit Women Elect 

Frieda Funk was elected President of the Omaha 
Credit Women’s Breakfast Club at their annual dinner 
meeting recently. Florence Freer was chosen Vice-Presi- 
dent; Julia Croft, Secretary; Lillian Vondrasek, Assist- 
ant Secretary; and Agnes Wirth, Treasurer. Elected to 
the Board of Directors were: Margaret Kemmy, Helen 
Olson, Juanita Schildgen, and Mrs. Dessie Clark. 


New Officers at Beloit 


J. H. Hayes of the Beloit State Bank has been re- 
elected President of the Beloit Credit Association. 
Robert Shephardson, E. L. Chester Co., was elected Vice- 
President; Leonora Giobanoni, Beloit Credit Bureau, 
Secretary; and Russell Miller, Strasburg Lumber and 
Fuel Co., ‘Treasurer. 





Harold P. Lawrence on OPA Staff 
Harold P. Lawrence, for many years Credit Manager 
at the B. Peck Co., Lewiston, Me., also office manager 
and Assistant Treasurer there, has been appointed to the 
staff of the State Office of Price Administration for 
Maine. 


Wildes New Secretary of Minneapolis Bureau 
Carleton E. 


L. S. Donaldson Co., Minneapolis, has been appointed 


Wildes, formerly Credit Manager of 


Secretary-Manager of the Minneapolis Credit Exchange 
and Secretary-Elect of the Retail Credit Association of 
Minneapolis. 


Louisville Credit Men Elect 

Newly elected officers and directors of the Retail 
Credit Managers’ Association, Louisville, Kentucky, are: 
President, J. Hardin Ward, Stewart Dry Goods Co.; 
Vice-President, S$. Frank Block, Levy Bros.; and Sec- 
retary- Treasurer, Carson L. Bard, The Credit Rating 
Co. Directors: Miss Lavern Jackson, Kaufman-Straus 
Co.; Miss Clara Persevall, Durand’s; Virgil V. Burns, 
Sears, Roebuck & Co.; Shirley H. Mathews, Liberty 
National Bank & Trust Co.; Ernest F. Overstreet, 
Ewing-Von Allmen Dairy Co.; and Roy H. Weinedel, 
Albert Hess Furniture Co. 





Position Wanted 











Crepit, FINANCE’ oR BuREAU MANAGER: ‘Twelve 
and one-half years’ experience, age 37, dependents, draft 
status 3-A. Familiar with Regulation W and all types 
of consumer credit. Address Box 121, Crepir Wor -p. 





@ @ Pictured above are those who attended the banquet for H. J. Burris, honoring him as President of the National 


Retail Credit Association. 


It was given at Hotel Muehlbach, Kansas City, October 21. Details of this 


notable occasion were published in the November CREDIT WORLD. 
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“Civil Relief Act” 


(Beginning on page 6) SSHREHINNISHIINES 


may in turn apply to the court for relief from payments 
on any obligation with respect to such premises and such 
person shall be entitled to the same relief as may be 
granted to a person in the armed forces. (Section 8 
(a) amending Section 300 (2) of the Act.) 

Liability for Storage Charges on Furniture, 
etc. The amendments also prohibit the exercise of any 
right to foreclose or enforce any lien for storage of house- 
hold goods, furniture, or personal effects of persons in 
military service, except upon leave of the court. (Sec- 
tion 12 adding Section 305 (2) to the Act.) 

Protection of Existing Life Insurance. ‘The 
amendments also contain provisions whereby the United 
States will guarantee the payment of premiums of certain 
lite endowment and term insurance policies of those in 
military service up to $10,000. The period of protec- 
tion is for the period of military service and for two years 
thereafter. In the event that the unpaid premiums exceed 
the cash surrender value of the insurance at the end of 
the period of protection, the policy then is terminated and 
the difference paid to the insurer by the United States. 
This amount, upon payment, becomes a debt owing to the 
United States by the insured. (Section 13 amending 
Article IV of the Act.) 

Property Taxes. The amendments also provide 
for protection of those in military service and their de- 
pendents against sale or foreclosure of real or personal 
property for failure to pay property taxes, except upon 
leave of the court. (Section 14 (a) amending Section 
500 of the Act.) 

The deferment of collection of income taxes of those in 
military service is covered by Section 513 of the original 
Act and the blanket terms of such deferment remain un- 
changed by the amendments. 

Protection for Persons in Armed Forces of 
Allied Countries. Citizens of the United States serv- 
ing with the armed forces of other allied countries are 
also entitled to the protection of the Act. (Section 4 
amending Section 104 of the Act; Section 16 amending 
Section 512 of the Act.) 

Protection Begins Upon: Receipt of Order. 
The protection of the Act as amended is extended to in- 
clude the time beginning upon the date of receipt of the 
order and for the period up until induction. (Section 4+ 
adding Section 106 to the Act.) 


Officers of Wichita Credit Women 














@Above is a photograph of the newly elected officers of 
the Wichita Retail Credit Women’s Breakfast Club, Wichita, 
Kansas, installed at their banquet October 6. Seated left 
to right are: Beulah Riley, Treasurer; Georgia Hildrith, 
Recording Secretary; Leola Nix, President; Nina Wisley, 
First Vice-President; and Hazel Ate, Second Vice-President. 
Standing, left to right, are Margaret Parrott, Past President; 
Directors, Barbara Gillen, Helen Parker, Vada Bulmer; and 
Dorthea Carlson, Financial Secretary. 


of Retail 


LOST: 


Sales and Collection Trends 
October, 1942, vs. October, 1941 


Compiled by Research Division, National Retail 
Credit Association 


Arthur H. Hert, Research Director 


REDIT SALES decreased 5.9 per cent during 
October; total sales increased 22.0 per cent; and 
collections increased 12.5 per cent in the United 
States and Canada, as compared with October, 1941. 
The present trend toward cash sales, shortages of mer- 
chandise, and priorities continues to bring credit sales 
percentages downward as compared with 1941; however, 
there was a noted improvement during October over the 
previous three months. 
Highlights of the monthly analysis are shown in the 
tables below: 
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Highlights for October 


Cities reporting. 
Retail stores represented. 


COLLECTIONS 
Cities reported increases. 
Was the average increase for all cities. 
Was the greatest increase (Grand Rapids, 
Mich.). 
Cities reported no change. 
Cities reported decreases. 
Was the greatest decrease (Youngstown, 


Ohio). 


CREDIT SALES 
Cities reported decreases. 
Was the average decrease for all cities. 


Was the greatest decrease (Fort Smith, 
Ark.). 

City reported no change (Aberdeen, S. D.) 

Cities reported increases. 

Was the greatest increase (Cedar Rapids, 
Ta.). 

TOTAL SALES 

Cities reported increases. 

Was the average increase for all cities. 

Was the greatest increase (Waco, Texas). 

City reported no change (Cheyenne, 
Wyo.). 

Cities reported decreases. 

Was the greatest decrease (Clarksburg, 
W. Va.). 
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Milton Rese 


Our credit policy is based upon the premise, 
“Keep the customer open to buy.” Just as 
a buyer must have his or her stock in good 
condition, and be open to buy, so must the 
customer have her account in good condition, 
so that she, too, is open to buy. Just as a Merchandise 
Manager or Comptroller assists the buyer, so must the 
Credit Manager supervise intelligently the buying and 
paying of the customer. 

Since Regulation W went into effect it is all the more 
important to keep the customer open to buy, because if 
you don’t she is stopped by Regulation W from trading 
with you, until her account is cured. In the meantime, 
she may go to a competitor with the possibility of your 
losing the account for good. 





Here is how our credit system works: 

Illustration No. 1 shows the statement we use on all 
accounts. If the balance represents only current month 
purchases a cipher is placed in the box at bottom of 
statement provided for that purpose. 

If there is an amount overdue from previous month 
or months, which is in default, or an amount that will 
be in default if not paid by the tenth of the month, that 
figure is entered in the box, as indicated in Illustration 
No. 2. In this way, the customer has advance notice of 
the amount that must be paid by the tenth of the month 
in order to avoid the account being “frozen” and can 
thereby make arrangements to take care of it. We have 
found that one person can mark more than 4,000 state- 
ments in one day. 

The next step is to transfer the balance and overdue 
figures to a Credit History card (Illustration No. 3). 
This is complete in a visible index pocket. The total 
balance is entered on the top line in 


A Follow-Up System 
Under HKegulation W 












the customer. Since using this system we have had no 
complaints. 

On the 12th of the month we put a red tab on all 
accounts that are in default, but do not send notices 
to them until the 18th or 19th. These notices are again 
sent out on the 26th and 27th. 


This may be considered a rather strict collection policy 
but we use a unique type of collection notice (Illustra- 
tion No. 6) and have had absolutely no complaints from 
our customers. 

“The proof of the pudding is in the eating,” they say, 
and our proof of the satisfactory operation of this system 
is in the fact that our charge account volume is equal to 
that of last year, and is 40 per cent better than it was 
in 1940. 

Our collections for the month of July amounted to 61 
per cent on our total accounts receivable, including some 
budget accounts on cloth and fur coats. In August our 
collections were 59.8 per cent and in September, 65.9 
per cent. 


My personal opinion is that the highest possible velocity 
of action on charge accounts is necessary at this time. The 
Federal Government wants our accounts receivable dras- 
tically reduced by May 1, 1943. If we do not obtain 
high collections, our accounts receivable will be high. The 
goal to strive for is the highest possible collections that 
can be obtained without customer resistance, and the 
largest volume of charge sales that it is possible to get. 
If we do a good charge sales job, and an unusually good 
collection job, we can increase our charge sales and still 
have a low figure of outstanding accounts. 


Our collections for October, 1942, were 73 per cent 
on total accounts receivable. Of the 








each month. Underneath, or on the : 





bottom line, is entered the amount 
that must be paid by the tenth of the 


About the Author 


total accounts receivable, 10 per 
cent was in the budget category. Our 


month to avoid freezing. 


We have found that any person 
with five minutes’ training can author- 
ize charges, because all that is neces- 
sary is to watch the credit limit and 
see that the amount on the bottom Jine 
is offset by a payment. 

Should the customer desire to buy 
after the tenth of the month and the 

‘ account is “frozen,’”’ we send forms 
Nos. 4 and 5 (illustrated) down the 
carrier. This is sent down in a sealed 
envelope addressed to the customer. 
The clerk has no knowledge of what 
the envelope contains, as this same 
envelope is used for all contact with 








In submitting this worth-while 
material for publication, the au- 
thor, Mr. Milton Rose, made the 
following comment: “For many 
years I have read and enjoyed 
The CREDIT WORLD, and 
have gotten many new ideas out 
of it. I now feel that I should 
reciprocate by sending along an 
explanation of a system we have 
successfully used and which may 
prove beneficial in some manner 
or degree to the members of the 
National Association.” 

Mr. Rose has been Credit 
Manager of The Peerless Co., 
Pawtucket, Rhode Island, for the 
past seven years and was one of 
the Credit Managers of The 
Credit Clearing House, New 
York City, for fifteen years. 
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charge volume for October increased 
14 per cent as against October, 1941. 
Another very important reason for 
striving for high collections is the 
fact that the more cash in the bank, 
the easier to meet income tax pay- 
ments. 

Consider too, that if some unfore- 
seen conditions were to come about 
that would adversely affect the pres- 
ent employment situation, you would 
be much less seriously affected if your 
accounts receivable were at a mini- 
mum because of high collections, and 
your cash reserve was so much larger. 
In my opinion, high collections at this 
time are of paramount importance. 
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Soliciting Business 





FROM INACTIVE ALCUUNTS 


B. Y. Cooper 


Credit Manager, Odum, Bowers & White 
Birmingham, Alabama 


One day recently as | stood waiting for the 
traffic light to change, a U. S. Marine sta- 
tion wagon passed. It was on recruiting 
duty, looking for business. 

There is competition even among the dif- 
ferent branches of our armed services for desirable man 
power: witness the poster campaign for eligible men. 
But the possible recruits are checked and inspected before 
they are finally accepted. In seeking credit business for 
our respective business firms, relatively the same pro- 
cedure should apply. 





With credit restrictions as they are, obviously the vol- 
ume of credit business has been curtailed. That was the 
intention of the Presidential order. However, the credit 
factor is still a powerful and necessary instrument in our 
national economy and is still available for use with care 
and discretion. 

The questions that naturally follow such a conclusion 
are: What fields shall we explore as sources of possible 


credit business? 


How can our vast charge facilities be 
converted into active channels of commerce and profit, 
and yet maintain the dignity and intent of the regula- 


tions provided by the Federal Reserve Board? 


Renewing Old Friendships 
Certainly not through the advertising of “maximum 
term’ credit policies but rather through the suggestion 
of good merchandise available on brief charge account 
facilities. Many economists now contend that no further 
damming of the stream of credit is required to check 
inflation—that rather we must reduce purchasing power 
through stabilization of wages and reduce spending power 
through taxation. 


Hence, reasonable use of credit resources under pres- 
ent conditions is acceptable—and OLD friends are the 
best friends after all. Therefore, when we go back into 
our paid-out ledgers to solicit additional credit business, 
we are dealing with old friends. Let’s treat them as such. 

But even old friends must be classified into two groups: 
(1) those whom we know and understand sufficiently 
well to entrust them with our sugar ration card, and (2) 
‘those of less doubtful standing, in whom we have faith 
but where such faith is limited. 

And even friends are subject to change. Therefore, 
when we undertake to invite old customers back to use 
our charge facilities, let’s be sure they haven’t changed. 
Only those in the first group justify the invitation with- 
out some check up, chiefly through the credit bureau. 
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This is especially true under present conditions. 
For the following reasons, among others: 


Why? 


1. If the account were previously carried as a joint 
one, the husband may have joined the armed forces leay- 
ing the wife with greatly reduced income. If he were 
the one formerly responsible for prompt payment of the 
account, the results here would be disastrous. 

2. The opposite of the above would be possible should 
the wife have been employed, and responsible for prompt 
payment of the account, but, because of a better position 
secured by the husband under war conditions, have given 
up her work. Being deprived of her income, the account 
could quickly lapse into a slow, undesirable experience. 

3. Bear in mind that this war will not last forever; 
that many so-called “good jobs’’ now are boom jobs of 
doubtful existence under normal conditions. It would 
be essential in soliciting inactive accounts that at least 
reasonable permanency of any newly acquired position 
be determined. 

4. It is very possible that your old, inactive customer 
is one whose income has remained the same, despite tre- 
mendously increased living costs. It would naturally 
follow that his possible purchasing power would be 
greatly reduced, and you do not want to be placed in the 
position of offering credit to a man who is having a great 
deal of difficulty “making ends meet,” even though he 
has the very best of intentions. A little money spent on 
a revised credit report would prove a wise investment. 

If we are going out to get people back in our store, 
then let’s give the latter a personal appeal that will sound 
genuine and sincere. We all like to be noticed but not 
in that casual, off-hand manner that places us in the 
same category with everyone else. If we are going to the 
trouble to invite someone back to our store, one who for 
some good reason has not come in for a long time and 
made charge purchases, it is obvious that the invitation to 
come in again must be anything but formal and ordinary. 

Get an opening line that will make that customer read 
the rest of the letter. Offer some inducement that will 
set your store apart from the one next door. Present a 
novel idea. Make the letter brief and make it sound as 
though the customer will really miss something by not 
following your suggestion—not simply that you are 
grieving over his absence. 


If we are sure of the desirability, through proper 
checking, of having those back whom we have solicited, 
and if, in turn, we have given the invitation sufficient 
appeal, then the idea is worth following through. 
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accounts to collection firms for the principal reason that 
they wish to protect themselves against the ill will that 
might possibly be created when debtors must be forced 
to honor their legitimate obligations. 


Credit Managers will do well to ask themselves these 
questions: If debts cannot be collected now, when there 


col lected ? 


When so many men are suddenly taken not only into bers, $1.25), and it includes a free copy of a new 
the armed forces, but into government projects where 
they are immune to the collection laws; when countless 
men are being hurt daily, and forced to discontinue their 
present lucrative jobs, should delinquent accounts be 
permitted to lie dormant for any appreciable degree of 


time? With splendidly organized collection firms avail- 

able in practically every community, what reasonable 

excuse exists to procrastinate in collection work? copy. 
The sooner such questions are properly answered, the Office. 


better it will be for all concerned. 
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“Credit Managers” 


largest public utility concerns turn over all delinquent 


(Beginning on page 12) 


If there are delinquent items on the books, 
what reason is there to believe that they can be better 
collected at some future date? 
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Regulation W Violation 


checking to see how registrants are complying with 
Regulation W. Now comes word of the first 
license suspension. The Federal Reserve Board 
has announced that a firm which failed to observe 
the rules has been ordered to suspend the opera- 
tions of its eight stores for an entire week. 


granters are trying faithfully to comply with the 
regulation. However, there may still be a few 
is so much well-paid employment, when can they be | who do not understand the rules. To them we 

s -” suggest purchasing a copy of the booklet “The 
Layman’s Handbook of Regulation W.” It will 
give them the practical information they need and 
in language that is easy to understand. The price 


Supplement which has just been published. 


Those who now own a copy of the Handbook 
will want to bring their information up to date 
by securing a copy of the Supplement, too. It 
contains the amendments and interpretations is- 
sued by the Board since August 1, the publication 
date of the Handbook. Convenient in size, this 
new Supplement will fit snugly inside the cover 
of the Handbook, and is available at only 10c a 
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Handbook is 75c to members (to nonmem- 


Order without delay from the National 
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WAIVER FORM 


UARANTORS ARE _ EN- 
TITLED to the benefits of 
the Soldiers’ and Sailors’ 

Civil Relief Act ... but, under the 
Amendments Act of October 6, 
1942, they can now waive their 
rights to these benefits, if the 
waiver is in writing. 

Protect your firm by using this new 
National Approved Form when you 
extend instalment credit on a guar- 
antee basis. It is a waiver and 
guarantee form combined, and com- 
plies with all the requirements. 

For best results, should be used in 
duplicate and copy handed to guar- 
antor. Blocked in pads of 100. Ac- 








tual size, 4” x 6”. 
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Prices: 500, $1.25; 1,000, $2.00 
Play Safe—Rush Your Order Today! 


. | <= 


NATIONAL RETAIL CREDIT 
SHELL BUILDING 









ASSOCIATION 
ST. LOUIS 




















DECEMBER 29 CREDIT WORLD 

































































| 
. 
| | . 
| JAN 5S oy 
( ilies \\ se 140 
} \) + 
CONFIDENCE yy) ; 
A th} 
WS Af, > ~" 
IN MAN ; 
1 10¢ 
+ 
/ / 3 8c 
fl ACU 3 
: » fae TS + 6c 
S wotth PLOEIECTUVLNG — + 
w f LILY - t 
+ This 
+ 
+ 
+ 
+ 
; ¢ 
The 
; z sales, | 
? which 
‘ is grad 
z about t 
* Near 
z proved 
HE BEAUTIFUL PLAQUE shown in miniature above re- 4 — « 
‘ z West. 
minds us that eredit today has taken on a new significance ¢ cent 2 
year is 
—its restricted use makes it imperative that we safeguard and z <<“ 
° 2 ° > ° . . “pp * ote 
protect it. The plaque speaks for itself, its message is dignified ¢ althou; 
cities. 
; . ? + 
and impressive and it serves an important purpose wherever ¢ ow 
. . . ° + - 
credit transactions are involved. 3 — 
+ 
H 
: Processed in three beautiful oil colors—two browns and gold z ; 
, , ot + 
bronze—this plaque represents real value and will last indefinitely. $ 
It must be seen to be appreciated as no reproduction in printing ; 
+ . ° . ° . . i * 
van do it justice. The size is 12 x 15 inches. 3 
+ 
: 
The National Office has obtained a quantity of these plaques. ¢ 
unframed from the Byrne Display Studio, Minneapolis. They ; | 
: % ‘ 
advertised these in the September Creprr Worxp at $3.50 each, ; 
+ 
however, they were framed in natural wood and sealed under glass. $ 
+ 
+ 
Send for one today. Your order will be filled promptly. The 
supply is limited. 
Only $1.00 each 
SHELL BUILDING ST. LOUIS, MISSOURI — 


CREDIT WORLD 30 DECEMBER 














Sie le alin alte alle alla alts alte ate ale tee 
i lll ll ll ll 





eae ae ale sie ae athe aie he ae alle ale ae alle alle an slo se sn sn alin ic an Bn sia a Bin sa a sta Bn ila sh Be sn Bln lhe al, Mla Bln lta alle ithe ste sa ile lta ila, sla, lhe, atta, alte sia st site, sty ahs se she te tte 














il i li al Rl li ll li ll ll lh il lll il, ll, lil ll ll ll hl. ll. el A. ht i, il. th lh. th i lh lh 





With ove-all production for war purposes making steady strides, the Barometer chart line 
continued its upward course to reach a new all-time high. 






































PER CENT PER CENT 
BAROMETER IVITY 

+ ° OF BUSINESS ACT oan 

120 120 

100 4 100 

80 — X f$“Z 30 























This barometer appears in the December issue of “Nation’s Business,” published by the United States Chamber of Commerce. 


The Map 


The total volume of business transactions, which includes 
sales, production, and financing, remains steady at the peak 
which is considerably higher than it was last year. The trend 
is gradually upward each week and business is advancing at 
about the same rate as it was a year ago. 

Nearly all sections of the country are sharing in the im- 
proved conditions, but the greatest gains over last year have 
been made in the West, the South, and parts of the Middle 
West. Activity remains high in the industrial regions of the 
East and around the Great Lakes, but the increase since last 
year is somewhat smaller than it has been in other parts of 
the country. 

In New England, trade volume has been lagging slightly, 
although business is very active in many of the seaport 
cities. Increased shipments of goods and military supplies 
abroad account for much of this activity. Greatly expanded 
shipbuilding has also been an important factor. In several 





inland cities business is below last year, or only a little 
higher. The curtailment of civilian production has not been 
fully offset by the increased production of war goods. Then, 
too, many war plants in this section reached full capacity 
much earlier than they did in other parts of the country. 

In the agricultural regions of the Middle West the income 
received by the farmers has increased more than have the 
costs of farming. Crops have been larger this year, and al- 
though prices of some farm products have declined somewhat 
in recent weeks, they are still higher than they were a year 
ago. 

Increases in the mining of metals have boosted business in 
the Mountain States, while throughout the Pacific Coast region 
the same factors as those which keep activity high in the East 
are stimulating industrial production. 

Trade and industry in Canada have continued to follow 
about the same trend as in the United States. 
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My Christmas Greeting to You! 


NOTHER YEAR has rolled by and been added to the records of time; an- 

other page has been turned in the book of life; another milestone has been 

erected on the path of progress; and as the year is closing I could not refrain 
from the pleasure it gives me to extend to you a few words of greeting. 

i am thinking of you today because it is Christmas. I wish you happiness, 
and shall wish you happiness tomorrow, because it will be the day after Christmas. 
I shall still wish you happiness through the coming year but may not be able to 
tell you about it every day because like everyone else I will be very busy and will 
not find time to write so many thousands of letters. But that makes no difference. 
The thought and the wish will be there just the same. 


This year has been difficult for many people. There have been discouragements, 
disappointments, obstacles to overcome, and anxious thoughts for the future. It is 
well, therefore, that you and I put aside for a while the material problems of life and 
let the spirit of Christmas enter our hearts. We may thus gain renewed courage and 
faith from its beautiful old customs, deeply-rooted sentiments, treasured memories, 
and friendly associations, to create a richer future for our tomorrows. 

Of course you and I realize that the booming cannon, the crashing shell, the suf- 
ferings of humanity, are all an ironic setting for the message of Christmas; of Him 
who came, not to destroy, but to save; not to bring tragedy and sorrow to mankind, 
but to give peace and to establish good will. 


But above the din and clamor of man’s inhumanity to man, and the desolation 
and bitter sorrows of strife, there is heard again the angelic chorus of ‘*Glory to God 
in the highest, and on earth peace to men of good will.’’ It is the realization of this 
ereat and glorious vision to which our future days are dedicated. 

Be it remembered that most of the world is at war with the arch-enemy of all 
that Christmas represents—one who is fighting to banish peace,and good will. There 
is a real sense in which the world is at war to save Christmas and everything that 
it signifies, from a pagan power that scorns the Christ Child and persecutes His fol- 
lowers. In the trumpet tones of Isaiah’s familiar prophecy of the Messiah we hear 
the promise of the sure triumph of a Child whose ‘‘name shall be called Wonderful, 
Counselor, Mighty God, Everlasting Father and Prince of Peace.’’ Assurdnee is 
given—and it is needed as part of today’s Christmas message—that ‘‘Of the in- 
crease of His government and of peace there shall be no end.’’ 


For your friendship I want to express my heartfelt appreciation, and I shall eon 
tinue to express my gratitude in an enthusiastic effort to give a generous return for 
your confidence in me. 

Accept my best wishes for a ‘*Merry Christmas and a Prosperous New Year.”’ 
That old, old saying has endured for many centuries and shall endure, we trust, until 
the mission of Him whose birth we now honor has been fulfilled in its entirety. 























